








You don’t get ‘‘skimmed’’ milk from BEAVER! 


Here's something for jobbers to think about! 


October was our largest month in 25 years! November 
is running nearly 40% ahead of October when this is 
being written—on November 15th. 


We have had many large orders... ranging from $2,000 


up to $14,000... covering BEAVER Tools for dozens 
of Defense Projects. 


All of these orders have been sold at Established Resale 
Prices ... and delivered through our regular jobbers... 
in keeping with our policy of 40 years standing! 


Not only have we protected the jobber . .. but we have 
protected the jobbers’ profit... which is just as impor- 
tant. 


We don't approve of this new-fangled idea of giving 
jobbers the ‘skimmed’ milk-—and keeping the cream 
for ourselves by selling large orders ‘direct’ —at cut 
prices. 


A New Year is at hand! Why not quietly investigate the 
Sales Policies ... and Sales Practices... of your supply 
sources? 





If you've been getting “skimmed” milk—we suggest you 
change over to a more wholesome diet. 


You don't get “skimmed” milk from BEAVER! 





Highest Quality * WARREN, OHIO * For~ 40 ‘ean i 

















THE SUPPLY MONTH 


YUR CREDIT 


where credit is due 
editor is working overtime this month. 
He reminds us especially that someone 
should do a lot of shouting about the 
constructive job of work that has been 
done over the past three or four years 
by the sales promotion committee of 
the American Supply & Machinery 
Manufacturers’ Associations. Quietly 
and efficiently, these gentlemen set out 
to improve the quality of distributor 
promotion material and methods and 
to reduce costs. The job they have 
done deserves a big hand from every- 


one in the industry. 


A 
A 


and the Central States 
Mill Supply Association also comes in 
for a wreath from our c.w.c.i.d. man. 
Oscar made a beautiful report of a 
constructive job on small orders at 
the Palmer House meeting. In fact, 
it’s so good that we are holding it out 
of this issue in order to give it the 
space it deserves in the January num- 
ber. We're betting that you'll concur 
unanimously when you see it. 


AkKr 1A 


NG chart trouble 
again. For the second time this year, 
our Trend of Supply Sales Chart has 
had to be overhauled. We burned out 
two bearings on our slide rule as the 
curve for October pushed its way past 
the 170 mark. And if you think that’s 
bad just turn to page 34 and compare 
it with the best month of 1937 which 


was considered no slouch at the time. 


MAS and every suc- 
cess during 1941. All of us on the 
staff of Mitt Suppries would be 
mighty happy if we could extend this 
greeting to you in person and thank 
you for the swell cooperation you have 
given us during the past year. Since 
we can’t, we hope you will accept this 
token of our very special wishes for 


all of you in this holiday season. 
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Fighters’’ give championship performance! Their smooth action—their 

ability to roll easily and protect themselves from shock loads, grit and 
dirt—make them winners every time. They keep shafts turning freely with min- 
imum power, maintenance and attention. You profit from increased machine 
efficiency and prolonged machine life. 

The fighting heart of the Link-Belt Shafer self-aligning roller bearing is the 
concave-roller convex-raceway combination, illustrated below. This design pro- 
vides angular contact between rollers and races and gives dual capacity for 
combinations of radial and thrust loads. It compensates for misalignment more 
successfully than any other bearing, yet assures undisturbed contact of rollers 
and raceways at all times. Engineering Data Book No. 1775 sent on request. | 


LINK-BELT COMPANY 
Indianapolis Chicago Philadelphia Atlanta Dallas San Francisco Detroit Boston 
Los Angeles Seattle Portland, Ore. Toronto 
Carried in stock by mill supply houses throughout the country 2229-B | 


éb Right from the “first gong,’’ Link-Belt roller and ball bearing ‘‘Friction 


os wy 
The Fighting 
Heart 


See 
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FLYWEIGHT 
SERIES 100 
BALL BEARING 


A consistent win- 
ner in light duty 
service. Available 
in shaft sizes of 
%6 to 276" in Pil- 
low Block, Flanged 
and Take-up Units. 


MIDDLEWEIGHT 
SERIES 500 
ROLLER BEARING 


A husky fighter 
with power to 
spare...for 
standard duty 
service on shafts 
of 14%" to 7”. 
Pillow Blocks, 
Flanged, Cart- 
ridge, Take-up 
and Duplex Units 
are available. 





(ALTERNATE) HEAVYWEIGHT 
SERIES 7200 
ROLLER BEARING 


Press Fit Type for hea- 
vy duty Bore ground to 
precision tolerances, 
providing accurate 
concentricity of bear- 
ing with precision- 
ground shafting. Pillow 
Blocks avail- 
able for shafts 
of 1.3785” to 
se 
other mount- 
ings can also 


be furnished. 


IL I-74 i 


FRICTION FIGHTER 
, BEARINGS 


WELTERWEIGHT 
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SERIES 400 
ROLLER BEARING 


For normal duty 
service in the ring 
against Friction ... 
will take on shafts of 
34" to 4". Available 
in Pillow Blocks, 
Flanged,Cartridge, 
Flanged Cartridge, 
Take-up, Hanger 
and Duplex Units. 




























HEAVYWEIGHT 
SERIES 600 
ROLLER BEARING 


Adapter Sleeve 
Type...a precision 
performer for 
heavy duty. Readily 
removable from 
shafts. Available in 
Pillow Blocks, 
Flanged, Cartridge 
and Duplex Units 
for shafts of 174'’ 
to 6”. 


THIS NEW DATA BOOK 
TELLS THE STORY and 
helps you sell. Contains 
88 pages of engineering 
data, dimensions, weights, 
list prices, etc., on this 
complete Link-Belt line of 
ball and roller bearing 
units. It makes correct 
bearing specification and 
application easier, surer, 
more economical. Ask for 
Book MS-1775. 
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NERTION 
BEARINGS FOR BVERL AREY 
REARING SERVICE FOR WHEREIN ... 
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THE Bunting wholesaler and his salesmen are 
finding an increasing opportunity to serve in these 
days of accelerated production. Bunting Standard- 
ized Bearings and Bunting Bearing Bronze Bars save 
time, trouble and money for the busy manufacturer. 
It is your obligation as well as your opportunity to 
see that these Bunting products are readily avail- 
able in your market ... The Bunting Brass & Bronze 
Company, Toledo, Ohio. Warehouses in All Princi- 
pal Cities. 





@ Completely machined and fin- 

ished Bunting Cast Bronze Stand- ) 
ardized Stock Bearings meet prac- 
tically all applications in produc- 

tion and maintenance of industrial 
machinery. Bunting Tubular and 
Solid Bearing Bronze Bars are avail- 
able in hundreds of sizes. Ask for 
catalog for your customers and 
yourselves. 
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New Device Boosts Sale of All Thor Screw Drivers 
By “Taming the Screw”, Thor has given distributors a sensational 
new story to tell in behalf of electric screw driving. The new Thor 
“Pix-Up” Finder and Adjusto-Tray picks up the screw mechanically 
and holds it for driving, giving the operator for the first time com- 
plete control over the screw preparatory to driving ... and speeding 
assembly 3 to 9 times! Even before this new discovery Thor Porta 
ble Electric Screw Drivers have out-sold all others. Now they are 


moving faster than ever! 








Thor Portable Pneu- Thor Portable Elec- 


matic Screw Drivers 
of the 215 type 
drive up to No. 8 
screws. Weigh only 
1% to 2% Ibs. 
Available in three 
throttle types. 


tric Screw Drivers 
of the U16A type 
drive all screws 
from No. 4 to No. 
12. Shorter, lighter, 
they are truly one 
hand tools. 


I. SORTS ... 


Screws are tossed on slotted 


Adjusto-Tray. They drop 


2. picas we 


Screw driver is lowered to Ad- 


All Thor Screw Drivers can be Equipped with the New “Pix-Up” Finder 


Every Universal Electric, Pneumatic, and High Frequency screw driver 
that Thor makes can be equipped with the new “Pix-Up” Finder. It 
can be furnished for use with any type of screw head ... on any size 
of screw. It is particularly adaptable, of course, for driving No. 8 
screws or smaller. 


into the slots with heads up, justo-Tray, which depresses to 


- : “Diy. 
ready for instant pick up. thrust screw head into “Pix 


Up” Finder. The grip is secure, 





the screw perfectly aligned. 


3. DRIVES! 


| The screw driver is 


brought to the work and 


SEND FOR FULL INFORMATIC 


INDEPENDENT PNEUMATIC TOOL 
614 W. Jackson Blvd., Chicago, Ill. 


(_] Please send full information on the new Thor “* 
FINDER and ADJUSTO-TRAY. 
(] Please have Thor salesman demonstrate the n 


“PIX-UP" FINDER and ADJUSTO-TRAY. No oblig 
Name Title 


the screw driven. One, 
two, three — the job’s 
done! Assembly goes 3 


to 9 times faster! 





Company 


Address 








E knows bolts, nuts, rivets and other 
threaded fastenings. He knows 
trends in design and production in indus- 
tries where these fastenings are used. He 
knows sizes, types, materials, finishes, 
prices and delivery facilities. 


He also knows he represents a quality 
product and a company noted for its pro- 


gressiveness, stability and service. He 


‘This man KNOWS! 





knows that behind him stand 95 years 
of R B & Wexperience, modern methods 
and machinery, three well-located plants, 
large and assorted stocks, and expert engi- 
neering help on troublesome problems. 


Now, as always, he can give his cus- 
tomers what they want when they want 
it. Because he knows all this—and we 


know him—we want you to know him too. 


sa 6h} —) = Be = 1 7 ee a 


BOLT AND NUT COMPANY 


PORT CHESTER. N.Y 
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The Car that Sweeps Itself Clean 


—with a hand from the G. T. M. 


ere you see how a bottleneck in a large zinc mine was 
broken, through an ingenious application of rubber by the 
G. T. M. — Goodyear Technical Man. Dump cars that 
wouldn’t dump were the trouble. Wet, soggy ore was the 
reason. Ore stuck so tenaciously inside the cars, particularly 
in the lower back corner, that a third or more of every load 
had to be laboriously scraped out by hand—a slow costly 
operation. Since wet ore does not adhere to rubber, the 
G.T. M.’s answer to this 
sticker was to line the 
back of the cars with an 
apron of tough, smooth 


THE GREATEST NAME 


GOOoD# 


é 


Goodyear Armadillo rubber-sheeting, firmly clamped at the 
top, free to swing at the bottom. Now, when a car dumps, 
the rubber apron swings forward, sweeping the ore be- 
fore it and emptying the load in a jiffy. This installa- 
tion is typical of scores of new uses of rubber developed 
by the G.T. M. to expedite the handling of all types of 
materials from zinc to acids. To consult him on your 
problem, write Goodyear, Akron, Ohio, or Los Angeles, 
California — or phone 
the nearest Goodyear 
Mechanical Rubber Goods 
Distributor. 


. IN RUBBER 


EAR 
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Splash-Proof Motor ... Widespread Feet 
for More Stable Mounting ... More Gallons 
at Less Cost — Here’s a Pump With More 
Sales Value to Offer Your Customers! 


All-in-One... Motor and Pump Designed 
as Unit on One Shaft and One Housing... 
Increases Compactness ... Adds to Flexibility, 





Allis-Chalmers Lo-Maintenance Motor... 
Developed Especially for This Work ... Gives 
Maximum Pumping Efficiency at Lowest 
Power Cost... Built with Cast Iron Frame 
for Special Applications in Chemical Industry. 


Splash-Proof Features ... with Air Passages 
Baffled ... Safeguard Motor from Liquids. 


Fewer Parts to Wear... Better Fit to Parts 
Because of Fewer Machine Joints ... Adds 
to Long-Life, Low-Cost Operation. 


Indestructible Rotor... Distortionless Stator 
... Bronze Fitted Pump Parts... Large Space 


Provided for Adjusting Glands... and Other 
Features Assure Improved Performance. 


Greater Stability and Rigidity of All-In-One 
Design ... Means Less Vibration ... Lower 
Maintenance ... Longer Life. 


THESE ARE ONLY a few of the great features that have 
been made a part of the new all-in-one Electrifugal Pump 
by Allis-Chalmers engineers . . . the same trail-blazing 
engineering that designed and built the gigantic Niagara 
Falls and Boulder Dam turbines . . . that originated the 
motor-coupled pump in 1926! 

Here, in one unit, is the pump and motor combination 
your customers have been looking for — modern in ap- 
pearance . . . ready to give more gallons per dollar of 
power cost. What’s more, this new pump has the back- 
ing of widespread advertising in industrial magazines. 

Sell the pump that’s easy to sell! Get the story of the 
new Allis-Chalmers Electrifugal Pump from the engineer 
in the district office near you . . . or write Allis-Chalmers, 
Milwaukee . . . today! 












A-1300B 






IN THIS UPSIDE-DOWN VIEW OF THE 
Electrifugal Pump, see how the air goes in and 
out through large air passages, keeping the 
motor cool at all times. 
































THIS DISTORTIONLESS, REMOVABLE 
Stator is one of the many outstanding features 
of the Allis-Chalmers Lo-Maintenance Motor 
used as integral part of the Electrifugal Pump. 





INDESTRUCTIBLE ROTOR IS 
on the same shaft with pump 
runner — making a single unit of 
pump and motor... with lower 


maintenance and longer life kL 





THE ALLIS-CHALMERS ELECTRIFUGAL 
Pump has bronze runner wear rings, water seal 
ring, and shaft sleeve . . . has been designed 
to deliver maximum gallons at minimum cost. 


























( PUMP Wakes Profits for You! 
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HUNDREDS OF HORSEPOWER 


In size...the ratio between the two 
Thermoid Transmission Belts illustrated 
here is thirty-six to one. In purpose ... 
the difference is nearly incredible. The 
tiny 1’ belt used on the steam engine 
governor has as its greatest feature, 
perhaps, the extreme flexibility which 
contributes so greatly to its long life. 


The big 36” belt built to tackle such 
Gargantuan jobs as driving huge rock 
crushers day in and day out must have 
the same characteristic of flexibility, 
plus the strength to withstand unbeliev- 
able shock and strain. 


Between these two extremes, of course, 
Thermoid manufactures transmission 


THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N.J. 


ites 


Standard types of belting 
y Thermoid 
Transmission Belting 


made b 


Conveyor Belting 
Multiple V Belts 
Grader Belting 
Canners' Belting 
Bucket Elevator 


BELTING HOSE 


belts for every degree of speed and load. 
Each is a complete result of Thermoid’s 
policy of productengineering based upon 
practical knowledge . . . the use of 
quality raw materials and the most 
advanced engineering methods. 


You'll find the Thermoid representative 
in your area well qualified to serve 
you in the solution of any problem in- 
volving Industrial Belting, 

Hose, Packings or Brake 

Linings. Specify Thermoid 

for your next job and let it 
demonstrate the savings it 

makes possible. 


Standard types of hose 


made by Thermoid 


ose 
r 
Water se 
St, C 
e ru | ¢ 
sasoline Hose 


Suct 


PACKINGS BRAKE LININGS 
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Once again, constantly increasing orders from SKILSAW 
Distributors have made our two-year-old plant too small... so 
we're enlarging it again to insure that you and your customers 
will be better served. 


We're proud of the growth that your friendship has made 


possible—and we pledge ourselves to continue the policies of 


product development, aggressive advertising and whole-hearted 
cooperation that have made friends for us...and profitable sales 
for SKILSAW Distributors. 


SKILSAW, INC. 
5033-43 ELSTON AVENUE, CHICAGO 


MA! 


DL 
TPES TRANS WRI LOTTA 


+ DRILLS * BELT SANDER 


—— S + DISC SANDERS 
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SKILSAW TOOLS ARE SOLD 
EXCLUSIVELY THROUGH 
RECOGNIZED DISTRIBUTORS 


SKILSAWS ._.. F ..9 Models 
e 

SKILSAW DRILLS 22 Models 
- 

SKILSAW DISC SANDERS = 5 Models 


« 

SKILSAW BELT SANDERS 4 Models 
e 

SKILSAW BLOWERS 5 Models 


. 
SKILSAW BENCH 
GRINDERS 12 Models 


+ 
SKILSAW HAND CRINDER 











. 
SKILSAW “ROTOCLIDE” FLOOR 
SANDER 

36 East 22nd St.,. New York 52 Brookline Ave, 
Boston 182 Main St., Buffalo—15 S. 21st St 
Philadelphia 2902 Euclid Ave, Cleveland —2124 
Main St., Dallas—918 Union Street, New Orleans 
29 North Ave... N. W., Atlanta 2645 Santa Fe 
Avenue, Los Angeles — 2065 Webster St., Oakland 
Canadian Branch: 85 Deloraine Avenue. Toronto 





A Few Pennies More Saw Dollan 
in Operating Costs 


WHEN YOU ASSIGN VALVE JOBS TO 


_ponkind 106:A 


COMBINATIONS 





We built this Jenkins 106A ‘Fam- 
ily” for the Engineer who wants 
absolutely drop-tight service, with 
maximum ease of maintenance... 
and is willing to pay a little more 


for these money-saving advantages. 


It is revolutionary in design—from 
the extra convenience features, to 
the complete interchangeability of 
parts. Note how the bonnet is made 
in one sturdy piece—how it can be 
taken off and reassembled repeat- 
edly without danger of distorting 
or springing the body. 


Then there is the convenient slip- 
on, stay-on disc holder that takes 


but a few simple operations to re- 


A OR TWO 
AND... 


MINUTE... 


Keep o few extra disc 


WITH JENKINS 
RENEWABLE DISCS 


place a disc and get “good-as-new” 
valve performance. 

Now see the unique way Jenkins 
106A “Family” works together— 
so that you can adapt valves to any 
service without removing bodies 
from the line. This interchange- 
ability, which no other valve manu- 
facturer offers you means faster, 
easier maintenance with a mini- 


mum number of stock parts. 


These valves are obtainable from 
your supply house. For further de- 
tails ask for Bulletin No. 189. 

JENKINS BROS., 80 White Street, New 
York, N. Y.; Bridgeport, Conn.; Atlanta, 
Ga.; Boston, Mass.; Philadelphia, Pa. ; Chi- 


cago, IIlL.; ne. Texas. Jenkins Shen... 
Ltd., Montreal; London, England. 


YOU'RE 


THROUGH 


holders on hand already 
loaded with the Jenkins 
Discs recommended for 
your services. Then you are 
ready to moke replace- 
ments in the minimum 
time because disc holders 
are reloaded insparetime. 


Apply a wrench to the 
husky one-piece bonnet 
and unscrew. By raising 
the spindle a turn or two 
you will prevent the disc 
holder from falling off the 
spindle. 


Now turn the spindle all 
the way down and the disc 
holder will slip off in your 
hand. Slip on the holder 
containing the new disc — 
return the trimming to the 
body, for “good as new” 
service. 








VALVE 
COMBINATIONS 
through 
INTERCHANGEABLE 
PARTS 
for 90°. of your needs 


with OUTSIDE SCREW 
AND YOKE 


Similarly all four 
body styles can be 
fitted with one O. 
S. & Y. trim. Thus, 
if service con- 
ditions necessitate, 
the valve can be 
quickly con- 
verted merely 

by changing 


. ¥/ 
the trim. . 


for QUICK OPENING 


ean) 


For quicker open- 
ing and closing, 
substicuce this 
bonnet and spindle 
from Fig. 942, in 
which threads 
are pitched 
more sharply. 







for STOP AND CHECK 


Gawd 


For Stop and Check 
service, use 106-A 
trim but substitute 
Spindle from Fig. 
630-A and replace 
disc nut with the 
check valve disc 
nut. 













GLOBE OR ANGLE BOD 


Screwed or 
Flanged 





am ming 
if A 1 exactly the sa 
ge, for Globe or And 
~— body, screwed 
flanged. 


for THROTTLING 
SERVICE 


(LT 1 ¥) 
For close control, & 7 a 
simply remove the 
nut which holds the | 
disc in the disc 
holder and replace 
with this throttling 
nut Fig. 344. 

For use on Fig 
104-A to 109-A 
inclusive. Also 
106-AY to 109- 
AY. 





for LIFT CHECKS 


Globe and 


Angle bodies 

can be fitted — - 
with one trim- a + 
ming — Cap, | 
Disc Holder - 


and Disc 
Holder Nut 


from Fig. 
117-A. For Spring- 
loaded services... f 


simply add Spring 
from Fig. 655-A. 





DISCS MADE BY JENKIN 


For all these valves, pick the 
disc exactly compounded fot 
the pressure, temperature ag 
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Antidote For Complacency 


Much has been written and said in recent 
months about the dangers of a complacent 
attitude. Hundreds of authors have pointed 
out what it did to France. Mr. Willkie 
made no bones about its potential effect on 
the future of America. Few, however, 
have even mentioned the possible effects of 
complacency on the future of American 
business. The supply industry, a_ typical 
American business, is in the throes of a 
boom or what will pass for one until some- 
thing better comes along. It is no longer 
necessary to fight for orders. ‘The shoe, in 
many cases, will be found on the other foot. 
It will be the easiest thing in the world for 
distributor executives and salesmen to lean 
back and answer every query as to why 
they do not push lines aggressively with a 
self-satisfied display of the sales record. 

We recognize that a great deal of every 
salesman’s time at present is taken up with 
servicing customers up to their necks in or- 
ders and crying for deliveries. However, we 
feel that the salesman who neglects the con- 
structive type of selling which earned his 
bread and butter during the trembling thir- 
ties is riding for a fall. 

The type of selling which points out to 
the buyer how he can save money, space, 
material and delays is just as sound today as 








it was in the depths of the depression, per- 
haps more so. ‘The salesman who adopts his 
customers’ production problems as his own 
is the salesman who will gain respect and 
admiration which will be translated into 
tomorrow’s orders as well as today’s. 


The technique of doing this job will differ 
with each man, but the principle remains 
the same. A suggestion on the adaptation 
of standard items where only “specials” 
were formerly considered may prevent pro- 
duction tieups. ‘he introduction of a new 
or improved tool or piece of equipment may 
take up the slack in a production line. But 
the main thing is that this type of selling 
will do more to convince industry of the 
distributor’s real value than anything that 
could be done. Large volume can be deceiv- 
ing. After all, the distributor’s standing is 
relative and it is quite possible to lose ground 
with a bulging order book. It is vital that 
every distributor executive and salesman 
shake off his natural tendency towards com 
placency if he would take advantage of a 
golden opportunity to intrench himself more 
securely as fhe source of supply on indus- 
trial supplies and equipment. Strong, con- 
structive selling now is an ideal antidote 
for whatever ills may lie ahead. 




































AM i , 


i 
@ A line of rub- 


ber items sufficiently complete 
to permit effectively supplying 
the requirements of the trade 
solicited. 








@A quality of 
product uniformly good and 
capable of delivering service 
results that should reasonably 
be expected. 


@ A price basis 
inducing and making possible 
aggressive competition § with 
reasonable profit return. 


@ Freedom from 
competition from his source 
of supply, either direct or in- 
direct, among the trade cover- 
ed by his day to day solicita- 
tions. 


@ Selling helps of 
reasonable amounts so that his 
sales force may be given the 
advantage of specialized train- 
ing and a knowledge of the 
product sold. 





LEADERSHIP IN POLICY 
PRODUCT AND PERFORMANCE 
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FIVE 


POINTS 


. 
Mountain- peaks or business 


peaks— it doesn’t matter what you're 
climbing teamwork makes it easier, 
and more certain. 

It was the application of this co- 
operative principle to the Industrial 
Supply Business that resulted in the 
9-Point Policy the controlling influ- 
ence in the relationship between Re- 
public and its Distributors. The team- 
work for which the Policy provides 
has proved markedly effective in con- 
tributing to the upward progress of 
distributor business. The burden of 
direct selling is eliminated at the out- 
set. and, when the going is steep, ad- 
vantages of complete cooperation such 
as factory selling helps and technical 
assistance are always on hand... . . 
REPUBLIC RUBBER DIVISION OF 
LEE RUBBER AND TIRE CORP., 
YOUNGSTOWN, OLTLO. 


RUDDER 


eS ee 

















VITAL STATISTICS: Burt Ackles (Rayl) is a gran’pappy 
... Sos Farnham Yardley (Jenkins) whose boy has named the 
offspring Al, Jr. 


REAL ESTATE: Agriculture’s latest recruit is Fred Stout 
(Heller Bros. v.p.) who has just acquired a 72-acre farm near 
Eatontown, N. J. . . . Decorators did quite a job on the offices of 
Frank Tracy, Inc., N. Y.... Pres. Harry Stuhrman now 
labors in neo-Hollywood surroundings, his panelled walls being 
decorated by pictures of two prominent Hoosicrs--Wendell Will- 
kie (remember?) and Ralph Dyson (Link-Belt). 


DRAMATICS: Probably a new low in self esteem was achieved 


by Phil Pidgeon (Pidgeon-Thomas, Memphis) an old footballer 





I of no little repute, who went before a national audience on a 
recent “True or False?” program, was asked the simple query, 
“Are all balls used in athletics round?” and flunked miserably by 


shouting “Yes!” from coast to coast. 


FINANCE: Salesmen visiting Stan Sheldon (Chase, Parker, 
Boston) pay for the privilege by kicking into a dime bank on 
Stan’s desk . . . Visiting sales managers come at twenty cents a 
head, we have it on the authority of one who ought to know— 
Bob Hamilton, Dumore’s sales chief. 

SOCIETY: A golden wedding anniversary on Oct. 27 brought 
about the first vacation in ten vears for Mr. & Mrs. C. E. Hans- 
sen. (Louis Hanssen’s Sons, Davenport, Ia.) 


ROMANCE: Mid-States Industrial Corp., Rockford, IIL, has 
been love bug g.h.q. all year, what with Jim Crozier and Edith 
Carlson walking the plank together in March and Volney Grahn 
passing up the office girls for one Faith Carmichael in August. 


SPORTS: Our Philadelphia correspondent, covering the Nov. 
15 meeting, reports top honors, and some cash, won by Jerry 
Tone (Carborundum) Jerry Weikel (Bethlehem Steel) Irv 
Lemaux (Indianapolis Brush & Broom) and Herb Ladds ( Nat'l 
Screw) at the photo-electric machine gun device . . . And the 
Newark contingent sent such Kelly pool sharks as Art Squier 
(Squier, Schilling & Skiff), Andy Ellis (Seither & Ellis), 
Stanley Jones and Paul Auerbacher (from the firm by the 
same name) ... Just to be versatile, Art Squier can also stand on 
his hands, sans wires or mirrors. 





POLITICS: Walter Huchthausen (Huchthausen Co., Mani- 

towoc) is a one-man electoral college, having been delegated by the G. H. 9. for the love bug 
Central States group to cast his single vote for the unanimous 

election of the officers named by the nominating committee. 





ADD SPORTS: Joe Kelly (Mid-States Industrial, Rockford) 
is second high man in the city’s bowling league, averaging 193... 
Ray Lenburg (Factory Supplies, same town) used a new Win- 
chester Automatic to break the most birds for two consecutive 
Sundays but since then his office mates have jinxed him, new gun 





and all... E. H. Idema (Manufacturers Supply, Grand 
Rapids) writes, “When I get back from my hunting trip in Canada 
will send you some snapshots” . .. We can’t barbecue that! 
J.J. W. Bad news for the Axis 
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DEFENSE kevnore oF mio} 


Big attendance drawn to Philadelphia, Chicago, 


MEMPHIS—S peakers’ table at lunch, 
left to right: Dan Northup (Henr 

G. Thompson); Phil Pidgeon (Pid 
geon-Thomas); Tony Clark (Norton 
Co.) and Jim Bates ( Voore-Hanley). 


NEW OFFICERS—Central States re 
elected E. K. Welles, center (Chas. H 
Besley & Co., Chicago) president. Er- 
win Vonnegut, left, (Vonnegut Hard- 
ware Co., Indianapolis) was elected 
vice-president, and T. S. McShane, 
right (American Machinery and Sup 
ply, Omaha) treasurer. Walter C. 

shown) of the 


Huchthausen Co., Manitowoc, was re- 


Huchthausen (not 


ele ted secretary 


Memphis and Atlanta 




















PHILADELPHIA— 
Priorities were ex- 
plained expertly by 
Vason Britton, Mc- 
Graw-Hill vice-prest- 
dent on leave _ of 
absence to serve with 
Vachine Tool Divi- 
sion of Advisory 
Commission to the 
Council of National 


NATIONAL DEFENSE, and the atten- 
dant surge of industrial activity, was 
the major concern of distributors 
and manufacturers as they gathered 
last month for the mid-year’s meet- 
ings in Philadelphia, Chicago, Mem- 
phis and = Atlanta. Distributors 
unanimously evinced an awareness 
of their responsibilities as well as 
their opportunities in the prepared- 
ness program, and registered an 
eagerness to know how they might 
best serve their country’s needs. 

In Chicago the Central States 
Mill Supply Association, in its 


eighth annual meeting at the Palmer 
House, customarily broke all pre- 
vious attendance records, registering 
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YEAR MEETINGS 


652 individuals, with 98 per cent of 


the distributor membership repre- 
sented. True to their reputation for 
doing a big job right, this group 
earned the thanks of the entire in- 
dustry for having cast additional 
white light on the notorious small 
order problem which, incidentally, 
received its previous most thorough 
airing at last year’s Central States 
meeting. An innovation this year 
was the adinission of manufacturer 
visitors to the luncheon and aiter- 
noon meeting. 

Introducing the small order topic, 
Oscar Iber (QO. Iber Co., Chicago ) 
declared that “if it is expensive to 
ship small orders, it must be expen- 


sive to purchase small orders. 
Therefore, it may be well to widen 
our horizon and to emphasize the 
expense of both selling and buying 
lots.” 


in small The background otf 


the distributor's annoyance and 
discomtort with this problem was 
recited by Mr. Iber. He called atten 
the that has 
been done, both by manufacturers 
and distributors, on this problem 


and declared, “today it is considered 


tion to recent work 


the most important problem to be 

' ‘ 
solved by our industry. 

Mr. Iber told of that had 
been conducted in recent months by 
himself and Central 
States group, and deseribed a ques 


work 


others in the 





Chir ago 
States Se "y) 
gratulations by 


Betty Williams 
cornered at 


boss 
last foo 


John Camm 


Blades). 


CHICAGO 


jam-packed to 


Luncheon meeting 


hear Oscar Iber, 


(Centrag 


con 


(Cami 


Was 


Rhea 


Swisher and Dan Northup give a keen 


analysis of the small order problem. 


mT 


% 


. ore > | Par ‘ ri af 
i a ’ ¢ 4 = ¥ ’ “4” 
5 "7 . . | - 
* 
zw 
f 


‘= 


. 








PHILADELPHIA—D istributors and maufacturers surveyed the situation on deliveries, recommended use of purchasing 


judgment. Left to right across top are: 


BeLow, LEFT: Col. 








































CHICAGO MEETING 


T. Chevalier (McGraw-Hill) Chicago dinner speaker; 
Ricut: Oscar Iber explains his small order charts to interested listeners. 
Northup, Chicago speaker; Ricut: George Howell 
(Central States counsel) talks while Ed Welles, Alvin Smith and Harry Rine- 
hart absorb his legal advice. 


LOWER PHOTO, LEFT: 
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H. H. Kuhn (Hardware & Supply, Akron); Charles Allinger (Chas. A. 


tionnaire that had been sent out ask- 
ing members for detailed informa- 
tion concerning the size of their 
orders. Following this introduction 
to the subject, Mr. Iber introduced 
Rhae M. Swisher, certified public 
accountant, who had assisted in the 
small order study. 

Mr. Swisher’s analysis covered 
the September orders of eleven cs- 
tribution organizations. It revealed 
the following percentages of orders 
in the various size groups: 


Under $5 47.73% 
$5.01 to $14.99 28.52% 
$15 to $50 17.51% 
Over $50 6.24% 


“We observed,” he said, “that no 
contributing company reported less 
than 40 per cent of its total orders 
in the ‘under $5’ bracket.” 

With this information a chart was 
prepared, based on monthly statis- 
tics provided in the MILL SUPPLIES 
Sales Indicator and the National 


Association’s annual “Statement of 
Selling Expenses.” A break-even 
point of $15.42 was arrived at, and 


graphic evidence was given to show 


the reasonably exact amounts of loss 
sustained on orders for less than 
that amount. On the other hand, it 
was Mr. Swisher’s conclusion that 
if 30.25 per cent of sales can be 
made to earn a profit the small order 
problem will be conquered. (The full 
information contained in the talks 
given by Mr. Iber and Mr. Swisher, 











Strelinger, Detroit); R. S. Rauch (North Bros.) ; Chas. Curtis (Western Iron 


Stores, Milwaukee); S. Horace Disston 
(Henry Disston & Sons); and L. M. Knouse (Stanley). 


plus complete reproduction of their tor, the matter was tackled by Dan Northup offered a program whereby 
charts, will be given in the January W. Northup, president of the Henry manufacturers might establish an 
issue of MILL SuppLies.—Editor. ) G. Thompson & Sons Co., and chair- elevated price structure on small 
Following this thorough-going man of the American Association’s quantity purchases, thus minimizing 
assault on the problem by a distribu- — distributor-relations committee. Mr. (Continued on page 92) 
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SOUTHERN 
MEETINGS 


a 

Lert: Jacob : ; & a ye 

Disston talks at : ' / 

Atlanta; Ricut: . ry 14 

Phil Pidgeon, i; 

W a lk eer Lewis 

and Jim Bates at 

Memphis; Ber- 

Low: Frank Pid- 

geon, Dick Al 

cott, J. Hartman 

(Ly on Metal 

Products), E. C. 

Blackstone and : 

oh Vea Dake PHILADELPHIA—Anove, Perc Maddock, S 

; Jones, H. and N. Busby and Fletcher Street 

Betow, Bill Waldo, Frank Shurts, Theo 
Ulmer, H. R. Grant and Arthur Squier. 
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STEEL SHOP EQUIPMENT MEETS 


Old plants need more space. New plants want streamlined equip- 


ment. Steel shop equipment provides one means of meeting these 


needs quickly and simply. The first order will lead to others. 


WITH PLANT EXPANSION on the tip 


of every executive's tongue and floor 
space going at a premium, there 
never was a better time to push steel 
shop equipment. This equipment is 
a definite aid in producing greater 
operating efficiency while creating a 
neater 
, 


+ 
| 


he workmen. By 


and healthier atmosphere for 
pointing out the 
advantages of new shop equipment, 
many supply salesmen have already 
paved the way toward opening 
profitable accounts on other lines 
new and old customers. 


market 


There are 


with both 


Yet the 


S( ratched. 


has hardly been 
thousands of 
small shops and factories dotting the 


countryside still unaware of the tre- 


mendous advantages of this equip- 
Many 


the use of clumsy, wooden work 


ment hundreds still condone 


and parts in the 


20 


benches. And_,plant executives fail 


to realize that in harboring oil- 
benches and 
boxes they are fostering dirt traps 


and fire hazards. 


soaked, wooden 


tote 


In too many plants they still call 
on the shop carpenter or handy man 


to replace and cracked 


table tops through which small parts 


shrunken 


filter to the floor despite care and 
curses of the workman. And wobbly 
and unsteady wooden legs are con- 


g 
tinually being replaced by makeshifts 
which in themselves are merely a 
temporary alleviation of a potential 
injury hazard. 


Most plant superintendents and 


shop foremen are keen on giving 


their men adequate and _ efficient 


can be loaded or 
\noveE—Stock handling cart speeds up handling materials 
stock room and shipping room. 


liffy. 
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equiprent that will assist in speed- 
ing up production, improving work- 
manship and reducing upkeep ex- 
penses. Yet the distributors’ sales- 
men need not be an engineer to build 
sales volume on these items for most 
shop equipment comes in standard 
sizes and its applications can be 
demonstrated quickly and_ easily. 
Some of the commonest applications 
follow: 


Tool Cabinets 


These are convenient and safe 
places to lock up important tools, 
dies and precision instruments that 
valuable to leave lying 
around. They serve many useful pur- 


are too 


poses both in shop, tool room and 
foremen’s headquarters. A hanging 
tool cabinet designed for the prac- 
tical shop man for storing personal 
tools is an exceptionally ee od mov- 
ing item. and this 


Jack sides of 


Lert—Bar 
Vaterial 
unloaded from the aisle in a 





racks are Space savers. 


Note 


steel drawers for small items. 




















A NEED - 





Ricuot —A bh ttery of 
work benches with 

attached put to 
good use in a large 
eastern manufacturing 
plant. Benches are easy 
to keep clean and are no 
fire hazard. 





Stee 


TUISCS 


BELOW RIGHT — Shop 
desks find use through- 
out the plant. They pro- 
wide a place to work 
and keep records under 
lock and key right on 
the job. 


3ELOW—A nicrican Air- 

lines, Inc., finds these 
semi - portable 
benches handy for as- 
sembling repair parts in 
one of its hangars. 


work 








j cabinet are 
are inserted for hanging 
shelf and wrench socket tr 
provided. 

The 


equipment are a few of 


Pee 


aforementioned 





punched and long pegs 
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that make for more efficient plant 
operation with a maximum of space 


and time saving. However, many 


plant executives are looking to the 


tools. A 


av is also. comfort of their workmen as well. 

Increased interest in employee wel 
items of fare has created a constantly increas 
the many ing opportunity for the supply sales- 
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men. Many plants are installing 


steel lockers so that an employee 
may have a safe, convenient place to 
store his clothing and personal be- 
longings. Other plants are in the 
market for comfortable, adjustable 
steel stools or chairs that make life 
easier for those who must sit down 
while working. 


(Continued on page 101) 
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Kiefaber trucks lined up before the snappy front entrance, fully manned and ready to go. 


New Paint Job Helps Sales Drive 


Snapping up the exterior of this Dayton house paved the way for a successful campaign 


CAN A FEW POTS OF PAINT plus an 
educational sales campaign help pro- 
mote goodwill and add sales volume 
C. A. Miedel, 
sales manager of the W. H. Kiefa- 
ber Co., 


answer. 


to a supply house? 


Dayton, Ohio, knows the 
He turned a drab, brick 
building into an attractive, eye- 
catching edifice and boosted the in- 
dustrial 
books 


cent But 


accounts on Kiefaber’s 
hundred per 


it wasn’t as simple as it 


three to four 
sounds 

For seventeen years, Kiefaber, lo- 
cated on the outskirts of the city, 
and 
customer alike with unseeing eye. 
During that period a splendid repu- 
tation was built up 


was looked upon by prospect 


among the 
plumbing and heating trade. So well 
imbedded did this reputation become 


22 


that the aggressive industrial supply 
department tended to play second 
fiddle. Over-the-counter business 
was not what it should be. Hence, 
inside sales contacts, often a source 
of good leads, were limited. While 
the outside sales force was doing a 
splendid job in the field it was hard 
to get customers to stop for pick- 
ups. Either they didn’t know where 
40 Keowee Street was or assumed 
it was too far off the beaten track 
to provide prompt quick service. In 
1937, Kiefaber decided it was time 
that all Dayton, not only the plumb- 
ing and heating contractors but plant 
superintendents, purchasing agents, 
machine shop operators, butchers, 
bakers and even the housewives, be- 
came acquainted with W. H. Kie- 
faber Co. at 40 Keowee St. Out 
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came the paint pot. A three-tone 
paint job transformed a drab, unin- 
teresting building into an _ eye- 
stopper. 

No, over the counter sales didn’t 
bounce up, nor did customers jam 
the doors. But Kiefaber salesmen no 
longer noticed a glazed look in a 
prospect’s eye when the company 
address was mentioned. Truck driv- 
ers on pick-ups no longer needed a 
list of directions. And more custom- 
ers stopped in to inquire about 
specific items and stayed to fill out a 
list of requirements. 

Kiefaber was satisfied. The first 
part of the campaign was a success. 
But it wasn’t until two years later 
that the master stroke was applied. 
In October, 1939, the local 

(Continued on page 103) 
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PICK EM UP 


— and lay ‘em down right where you 
want ‘em! That's what hoists are used for 
—and here are some unusual examples 


of applications. 





AnovE—A _ j-ton electric hoist, hung from a trolley and 
equipped with special lifting tongs, serves a small radial 
drill on a production job. Lert—lor assembly of diversi 
fied types of gear units, this center-post supported jib hoist 
reaches a large area conveniently, 





i " ae ” 


i ce , | ee rate 1 a)! 


Lert—Five “balancers”, or spring-compensated hoists, handle as many portable 
tools from a power-rail, enabling users to assemble auto units mechanically with- 
out carrying weight of tool. Asove—Four hand hoists on one tram-rail loop, 
served by an adjacent air hoist, assemble diesel starting engines. 
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IT PAYS TO COME EARLY 


—and often—when the new plants and new buildings are going up. Opportunity beckons 





to salesmen while the defense program causes a record wave of factory construction. 


BY 


IXVERY NEWSPAPER these days seems 
to carry at least one announcement 
of a new plant or plant expansion. 
My own records show contracts let 
for 63 new metal-working plants or 
major additions in the four weeks 
ending November 6, ranging in size 
$40,000 to $37,000,000. The 


item 


from 
latter land, 
buildings, and heavy structures for 
Wright aircraft-engine 
plant near Cincinnati, for which a 
$92,000,000 loan has been granted 
recently. 

Of that $92,000,000, about 80 per 
over $70,000,000 will be 
spent for equipment! This propor- 
tion is by no means unusual in a 


covers merely 


the new 


cent, or 


metal-working plant, so it is easy to 
see why shop-equipment manufac 
turers are currently so rushed with 
orders that they, in turn, are ex- 
panding. Like a stone dropped in a 
pool, the expansion at one point af- 
fects other plants in ever-widening 


View from the north side of the warehouse, Boeing's new plant at Seattle which will tremendously step up plane production. 


EK. J. TANGERMAN, TECHNICAL EDITOR 


circles—so at least some of your 
local industries are undoubtedly in 
for expansion, if they aren’t already 
at it. 

The point of all this is simply that 
plant-building time is also your best 
opportunity to sell a lot of supplies 
and equipment in quantities that are 
difficult to match later on. Regard- 
less of new-building shape or size, 
there are a number of “must” items 
that you can provide. 

To begin with, the builder will be 
needing industrial hardware and 
hasic lighting equipment. The for- 
mer will include door and window 
hinges and slides, window operators, 
and so on. The lighting may be of 
the flood, mercury-arc or fluorescent 
type. Then there are bolts, rivets, 
nails, spikes and possibly welding 
rod, plus track spikes and fittings if 
a spur is run into the building. 

But all this is only the beginning. 
Either builder or owner must go on 


from there. There'll be specialized 
lighting over machines and work- 
benches, fire hose and racks, air, 
gas and water piping, and electric 
lighting. With the piping can go 
hose, valves and fittings. Then there 
are detailed electric wiring, outlet 
boxes, extensions and machine-con- 
trol equipment, the latter including 
switches, starter boxes and push- 
buttons. 

Next comes materials handling 
equipment and associated items, Stich 
as pattern or shock absorbing floor- 
ing, trucks, skids, tote boxes, hand 
trucks, dollies, racks, hoists, jibs and 
cranes. The two latter items mean 
I-beam, rail, and angle steel. There 
may also be tractors, lift trucks, 
tiering trucks, castered platforms, 
storage bins, etc. All of these items 
demand detailed analysis of the pro- 
duction methods to be used and 
cooperation with the pro- 
duction engineer of plant superin- 


close 

















tendent. He also will know about 
requirements for fans, blowers, ex- 
haust stacks, shutters, shades and 
other similar equipment, as well as 
conveyors, feeding devices, press 
guards and the like. Then there are 
lockers, wash fountains, shower 
stalls, shop desks, stools, chairs, 
benches and other shop furniture on 
whican he, or one of his associates, 
has buying decisions to make. There 
is heating too—unit heaters, radia- 
tors, blower units, or what-have- 
you, depending on the plant. 

All of these usually are decided 
upon before anybody begins to 
worry much about machine tooling. 
But there are plenty of require- 
ments for die steels, punches, taps; 
dies, drills, reamers, jacks and hun- 
dreds of other items which no well- 
equipped tool crib or stockroom 
should’ be’. without—for the new 
building usually has its own facili- 
ties of this kind. Each machine will 
also have its own requirements—as 
well as each operator, when the time 
comes. 

Once production begins, there are 
of course countless other require- 
ments. But if you have had a promi- 
nent part in supplying the new 
building or new plant previous to 
operation, it should be relatively 
easy for you to keep right on sup- 
plving—and hoping that the buyer 
makes it a habit. 


Welded or riveted, a build 
ing must be held firmly to 
gether. This welding job 
represents sales that some 
body bagged, including rod, 
helmet, gloves, brushes, ete. 


BELOW—A machine shop re- 
quires all sorts of supplies. 
Here are benches ina newly 
built machine shop, fully 
equipped with vises, tool 
drawers, machinists’ hand 
tools and small tools. Hoists 
and special lighting have 
been built in. 
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Operator in tool room is using this wheel for thinning web at point of a drill. 


VERCOME GRINDING WHEEL FEAR 


The progress of a mythical salesman from gun-shy beginner to order-producing 


veteran is traced here as a guide to those who would build volume and profits. 


Just AS A GUN-SHY will 
scamper for the bushes at the crack 


of a gun so do some distributors’ 


salesmen 


BIRD-DOG 


mention of 
Men who are ace 


fight shy at 
grinding wheels. 
salesmen on other lines at times get 
a case of grinding wheel fright—a 
mental attitude that reduces a nor- 
mal, aggressive salesman to an 
order-taker. What is there to push- 


ing this line that makes some veter- 
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FRANK J. 


ans quaver and hesitate while others 
go on building up an ever-increas- 
ng volume—a volume of repeat 
yusiness that turns over a nice profit 
for the house and puts a neat bulge 
in the salesman’s pocket ? 


I 
I 


This lack of punch and aggressive 
pushing can’t normally be pinned 
down to salesmen’s territories. True, 
a few men may be favored by having 
one or two larger plants to cover 
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CLEARY, WESTERN EDITOR 


which are potentially bigger volume 
buyers, but they all contact the same 
type of business, the industrial plant. 
Grinding wheels are no respecter of 
type and size of plant. They are 
used in, and hence must be sold to, 
every industrial plant in the country. 
A quick survey shows that in some 
shape or form they follow man’s 
processes through life from cradle 
to coffin. 














LeFt—Close cooperation of manufacturer's representative 
or a grinding specialist is vital in making recommendations. 
Here H. F. Ellis (right), White Tool & Supply Co., Cleve- 
land, discusses a wheel with Vernon Breyley, Macklin Co. 
Right—Machine operator listens attentively while Ellis 
points out merits of wheel for grinding liners, cam slides, 
backing plates and forging dies to be used on large upsetting 
and forging machines. 


Ellis checks wheel performance with operator of centerless 
grinder used for grinding washing 


With so many applications for this 
product floating around and so few 
supply salesmen taking a healthy 
crack at the market, maybe it’s time 
to wipe off the crystal ball and see 
what makes a distributors’ salesman 
click on this product. Let’s bring 
this selling problem out to the light 
and put it into terms of how a sales- 
man can go about licking it. For the 
sake of humanizing the story let’s 
call our salesman Brown. 

Is Brown a chemist or an engi- 
neer? Can he glibly rattle off grind 
ing wheel formulas to unsuspecting 
p.a.'s? No, but he has learned these 
simple facts about how the product 
is made, gleaned from a visit to his 
supplier’s plant or a careful reading 
of the subject. 

A grinding wheel consists of the 
abrasive (normally aluminum oxide 
or silicon carbide) and the bond 
which holds it together. Wheels 
are made in all sizes and shapes 
from the tiniest mounted point to 

(Continued on page 72) 


machine agitators. 


Resinoid high speed grinding 
wheel grinding welded con 
struction joints on a gasoline 
tank car. Portable grinder 
prepares surface for painting 
operation. 











Lert—Joseph Cong- 
don’s ‘‘business 
card”, first tangible 
trace of an enterprise 
that has endured to 
this day. RiGHT— 
Jonathan Congdon, 
son of Joseph, the 
founder. Last man to 
hold out for knee 
breeches in Provi- 
dence, he remained 
active in the busi- 
ness 50 years, died 
at the age of 99. 


SENIOR SERVANT 
0 INDUSTRY 


Its 150-year record probabiy makes The Congdon & Carpenter Co., 


Providence, R. |., the country's oldest establishment continuously 


functioning as a supplier to industry. . .. The fifth generation is 


now in the saddle, able to look back on five wars, two hurricanes, 


unnumbered depressions—and face the future with confidence 


By Joun J. WELCH, Epitor 


SHORTLY BEFORE President 
Washington, 


George 
Secretary of State 
Thomas Jefferson and other notables 
of our country’s introductory era 
had appeared in Providence to at- 
tend Rhode Island’s ratification of 
the Constitution on August 18, 1790, 
+} 1 


there appeared in the weekly Provi- 


dence “United States Chronicle” the 
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advertisement at the top of this page. 

This early American business 
card is the first tangible trace of a 
great enterprise that now supplies 
bar sheet metals, industrial 
supplies and allied products to hun- 
dreds of customers throughout 
southern New England, a business 


that embraces the evolution to date 


steel, 


Lert — Following the 
Civil War, firm con- 
structed and occupied, 
in 1869, this imposing 
establishment. While 
the gold panic was on, 
territories were ex- 
panded to bolster stag- 
nating business. 

Ricut — Gilbert Cong- 
don, son of Jonathan, 
entered the business in 
1836. “Construction of 
the building Gt left held 
: ‘lsy coger "interest, but 
shortly after its com- 
pletion he died. 
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Birthplace of oldest industrial supplier in 


U. S., as seen 
Streets in 1790. 


at 


Steeple and Canal 








Tost 








— 
UMI 


tal 








— 
UMI 





of a continuous, unbroken conimer- 
cial career, and has remained ever 
in the hands of the direct descend- 
ants of Joseph Congdon. 
dent today is G. Maurice Congdon, 


lis presi 


great-great-great 
seph himself. 
The history of this sturdy rock 
which has weathered the vicissitudes 
of fifteen decades is interesting not 


grandson of Jo- 


G. Maurice Congdon, great-great 


ply houses. 


-great 
grandson of Joseph Congdon, founder, is 
president of the firm, one of New Eng- 
land’s most substantial and progressive sup- 


Lert—As a lad so poor 
that, barefooted, he car- 
ried his shoes to work to 
save them wear, Francis 
W. Carpenter joined 
Congdon & Carpenter in 
the Forties, became a part- 
ner in 1854 and served as 
president from 1892 until 
his death in 1922. 


Ricgut—Jolus H. Cong- 
don, Gilbert's son, became 
a junior partner of the 
firm in 1869 and was vice- 
president from 1891 until 
his death in 1918. 


only because, as a strictly industrial 
supply house, it is quite likely the 
country’s most venerable, but also 
because the organization itself is so 
closely interwoven with the history 
of industrial and commercial devel- 
opment among succeeding genera- 
tions which, for a century and a 
half, have successively valued the 
concern’s integrity, and its ability 
Present home of Congdon & 


country. BELOW 


Fourteenth Streets 
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to keep in step with changes 
wrought by time’s passing. 


Born in Charlestown, R. [., in 


1733, not quite a century after 
Roger Williams founded Provi- 


dence, Joseph Congdon established 
his iron business sometime in the 
decade between 1780 and 1790. A 
Quaker, he married Susannah Cross 
(Continued on page 8&2) 


Carpenter at 405 Promenade Street, built 
in 1929, is called one of the most complete and best equipped in the 
Most recent addition to the company’s facilities is 
the Fall River branch, quartered in its own building at Bedford and 








HOW DO THEY DO IT? 


An Exchange Counter where good ideas of supply house operation may be swapped . . What's yours? 





F. “Mike” Gornick shows how the cable measuring 
machine can save time in filling an order. Cable 1s 
pulled through the machine which ticks off the required 
footage while Mike coils it ready for nipping and binding. 


One of the Housh lads with a mathematical turn of mind 
figured this wheel running fifteen hours a day, seven days 
a week, has circled the equator three times in the past 
twenty years. Only replacement has been a new belt. 


Cable Measuring Machine the measuring machine, coiled and 








oe nipped at the desired length. The ends 
Saves Time in Filling Orders 


are then bound with soft wire to pre- 
vent unravelling. Amount of order 
is deducted from tally card stuck on 
has a cable measuring machine that reel so that a perpetual inventory is 
will measure cable from 4-in. up to thus kept on all wire cable. 

14-in., and while it’s ticking off the This same procedure is_ followed 
required footage a man can be coil- 


Great Lakes Supply Corp., Chicago, 


with the heavier reels with the excep- 


ing it at the same time. tion that they are not tipped over on 
Reels of cable are all kept neatly to a turntable. Instead the approxi- 

I I 
irranged in rows in one corner of mate footage is unlooped from the reel 


the huge warehouse. When an order 


for cable in the smaller sizes comes 


by rocking it up on one side and un- 
coiling a loop at a time. The cable is 
through, the reel is rolled out, flopped then run through the measuring 


over on a turntable, cable run through machine. 





Lert—At Bostwick-Braun, Toledo, Ohio, light is readily available anywhere 
“back among the bins” through the simple process of having the lamp on an 
overhead trolley. Bob Shannon demonstrates the device. Ricut—Checking 
die sets at the J. C, Fletcher Company, San Francisco. 
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Talk of the Town 


Twenty years ago when Housh In- 
dustrial Supplies, Evansville, opened 
their doors they decided something 
new should be displayed in the win- 
dow. A 60 by 6-inch steel split pulley 
running on a 2y¥s-inch shaft run by a 
! hp. motor with a small leather belt, 
as the transmitting agent was mounted 
behind the glass. Originally a tem- 
porary display, it became an identify- 
ing mark. Now P.A.’s plant super- 
intendents and city folk refer to Housh 
as “the place with the wheel in the 
window.” 


Have a ‘‘Sizzler’’ in 
Selling Die Sets 


“The mechanics are going to ask 
you two things when you start talking 
die sets,” says Bert Fletcher, salesman 
for the J. C. Fletcher Co., San Fran- 
cisco. “First, how near are the faces 
to being parallel? In our sets they 
are within one one-thousandth of an 
inch. Next, how near are the leader 
pins to being at right angles to the die 
shoe. Answer is .0002 inch. The sales- 
man then ought to be able to produce 
a few ‘sizzler’ talking points about the 
set he handles. In my line the lubri- 
cating channel is in the bushing in- 
stead of on the pin. In placing the 
punch holder on the shoe, there is no 
possibility of getting a piece of skin 
nipped out of the finger.” 








5 neem oT 
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SALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 
facts through digesting. Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where 


it originally appeared. 


Portable Work Bench 
And Tool Box 


Aircraft plants are often confronted 
with the necessity of working on air- 
planes on the flying field or in the 
hangar. Some of this work may in- 
volve installation or removal of parts 
which have been riveted into the 
structure. The problem is to get the 
necessary tools for the mechanic and 
his helper out to the airplane. Not 
only must the quantity of tools be so 
complete as to save unnecessary trips 





back to the shop but provision must 


also be made for power operation of 
some of these tools. The cart shown 
in the illustration was developed at 
Wright Field to take care of almost 
every contingency in connection with 
working on every part of the airplane 
except the engine. 

Mounted on three air-filled rubber- 
tired wheels the car has one drawer 
in which are kept sheets of various 
thicknesses of aluminum alloy for pos- 
sible reinforceing jobs, other drawers 
containing gages, scales, drills and 
smaller tools. Screw drivers, shears, 
hand drills and other tools are held 
by fabric strips inside the cover. 
Larger tools including those needed 
for riveting are kept inside the cart. 
A thick sheet of aluminum alloy is 
hinged to one of the covers so as to 


provide a small-sized bench. 


Square 
tubing, which is normally carried in- 
side the cart, is used to brace the 


bench. A reel on the back carries 
100-ft. of cable for making connec- 
tions to the power supply.—4 merican 


Machinist, October 30, 1940. 


When Does A Salesman 
Begin To Grow Old? 


When he is too smart to read and 
study everything his firm sends him. 

When he says, on hearing about 
a new prospect, “Oh, he probably 
isn’t any good.” 

When he thinks he is “too busy” 
to make out adequate reports. 

When he thinks the house ought to 
stop advertising and increase his com- 
mission. 

When he begins to say, “Oh, I can’t 
bother with small fry customers !” 

When he says, “Oh, I never fool 
with these contests. They are all 
right for the cub salesmen, but me, 
or well, I’ve cut my eyeteeth.” 

When he begins to resent new 
ideas, methods for increasing sales. 

When he reaches the point where 
he never wants to change anything, 
even if that change will increase his 
sales. 

When he decides that “last winter’s 
overcoat” is good enough for another 
season. 

It is not a matter of years; some 
men at 60 are younger than others at 
35. It is a question of alertness, zest 
for living, and the love of a good 
scrap that makes and keeps us young. 
—The Fred S. James Bulletin. 


Sales Manager And 
The Salesman 


One great reason why a salesman 
begins to fail is fear. What does he 
fear? 

Long before the sales manager finds 
it out, the weak or weakening sales 
man knows he is slipping. What is 
the result? The man’s first response 
to this knowledge is fear of his man- 
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ager, fear that the chief will find out. 
His first defensive act is “four-flush- 
ing.” His prospect list grows enorm- 
ously. What does this man need from 
his manager at this stage? 

The answer should be obvious to 
the sales manager who belongs in his 
job. If that fellow can confidently 
walk into his manager’s office and talk 
things over with the conviction that 
the manager is his friend and helper, 
not only can he be saved but he can 
be made a salesman. The honest sales 
manager, when he realizes that one 
of his men is failing, will ask himself: 
What happened to cause all this? 

“Pep” talks won’t help that man. If 
his condition is not discovered soon 
enough, there is one more life perm- 
anently wrecked. The sales manager 
who does not feel it his responsibility 
to make men succeed, ought at least 
to know how terribly expensive it is 
to have a large turnover of salesmen. 
Both the men working for him, there- 
fore, and the management employing 
him, have a right to expect the sales 
manager to provide adequate guid- 
ance for the salesman in need of help. 
—E. L. Mathy in Sales Management, 
November 1, 1940. 


V-Belts Act as Limiter 
On Car-Haul Capacity 


Northwestern Mining & Exchange 
Co. recently installed a novel rotary 
car dumping arrangement. Origin- 
ally, the car haul was operated by a 
positive drive through a gear reducer, 
the total reduction in speed being very 
high. Due to this high reduction, any 
jamming or fouling of the chain 
would wreck either bearings or re- 
ducer before the strain was released 
by the line fuses on the motor. Every 
such occasion caused a very high re- 
pair expense, so a V-belt drive was 
designed as pictured in the accom- 
panying illustration —F. Fraser Mac- 
Wiliams in Coal Age, November, 
1940. 





The three V-belts will just pull a 
45-car trip. 
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Subject HYDRAULIC PACKING. 
How much do you know about 
it? Can you answer 18 out of 
25 questions below correctly? 
If so, give yourself a passing 
mark. If not, you'll find an- 


swers on page 100. 


1. What 
served by hydraulic packings ? 
2. Which 


wear ? 


two main purposes are 


group is not subject to 

3. How is wear of a packing mate- 
rial compensated for? 

4. If split packing rings are put in 
around a gland, should the joint lap or 
remain slightly open? 

5. Which 


butt joint? 


is better, a scarfed or a 


6. How many rows of packing 


should be inserted at once? 


7. Should joints be aligned ? 

8. Should the gland be pulled up 
tight at first? 

9. What are the commonest 
of hydraulic packing ? 

10. What are 
Name three. 

11. How deep 


forms 






other familiar fornrs ? 





should the stuffing 






box be 


12. What is a good composition for 





bushing ? 


13. Where do \V 


the bronze 














leather packings 


14. How do  V-leather 


packings 

15. Is the amount of clearance be 
tween plunger and gland ring 
tant? 


16. What « 


! 
in installing \ 


inpor- 


‘ror is commonly made 


leather 1 -] y) 
icather packings 


17. Then what happens? 
18. Will leather 


when 


19. How should V-leathe 


packings stand up 


expose 1 to steam? 










packings 


20. Do pits or rough spots on pis- 





tons affect pacl 


21 Hlow long 


: : 
pack a large evlinder ? 
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22. Why is packing time important ? 
23. How can repacking losses be re- 
duced ? 
24. Should packings be lubricated ? 


25. How can new packing be 
guarded against harm during installa- 


tion? 


The Census Taker and The Finns 


Just 
Soviet-Finnish 


battle of the 
War, a_ suspicious 
character was picked up behind the 
Finnish lines. He insisted that he 
was a Russian census taker who'd lost 
his way, and in searching him the 
Finns found only a scrap of paper 
with this information, yet they shot 


before a big 


him as a spy. Why? 
ee 457,682 
Mardeoly ......00. 724,652 
Mnydoaski ph aciacace ae 152,463 
Mnzepotloft Malecmarsen 74,251 


If you can’t get this one in 5 min- 
utes, better turn to page 101 for the 
answer. 


Melting Points of Materials 


SALES MEETING IN PRINT 








Degrees Name Degrees 
Centigrade of Substance Fahrenheit 
655 Aluminum 12101 
630 Antimony 1166 
1820 Bauxite 3308 
271 Bismuth 520 
1021 Brass 1870 
320.9 Cadmium 609.6 
810 Calcium 1490 
1520 Chromium 2768 
1489 Cobalt 2696 
1083 Copper 1981 
1000 Glass 1832 
1063 Gold 1945 
2350 Iridium 4262 
1600 Iron, Pure 2912 
1221 Iron, Cast (Gray) 2230 
1075 Iron, White 1967 
1500 Iron, Wrought 2732 
327.4 Lead 621.3 
2800 Magnesia (MgO) 5072 
65! Magnesium 1204 
1255 Manganese 2291 
—38 9 Mercury —38 
2550 Molebdynum 4622 
1452 Nickel 2646 
1549 Palladium 2820 
44 Phosphorus tl 
1755 Platinum 3191 
62.3 Potassium 144 
718 Potassium Cloride 1325 
217 Selenium 422 
960 Silver 1760 
97.5 Sodium 207.5 
800 Sodium Cloride 1472 
1371 Steel 2500 
144 Sulphur 237 - 
2850 Tantalum 5160 : 
452 Tellurium 846 * 
302 Thallium 576 
231.9 Tin 449.4 
1795 Titanium 3263 
3176 Tungsten 5750 
420 Zinc 788 






























































you, Mr. 


a hate to bothe 
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Hansen, but it’s about your overdue bill, again!” 


PAINT AND 
VARNISH 
BRUSHES 

















BRUSH WE JUST IN- 





IT’S THAT NEW OSBORN 


STALLED. THE OSBORN 


7 DISTRIBUTOR WAS 
SURE CLEANS ALOT | mm RIGHT WHEN HE 


OF CASTINGS THESE SAID POWER BRUSHES 
DAYS. WONDER WHERE WOULD CLEAN CASTINGS 


HE GOT HIS NEW LEASE | @ BETTER-FASTER. 
ON LIFE? : FOR LESS, TOO! 





@ You bet there’s gold—and it comes in the form of a dollar sign. If 
you want to pick yourself some new customers and nice profits, then 
go “prospectin’” in every plant in your territory where castings are 
made. Recommend Osborn Brushes for cleaning castings better — 
faster — at less cost. 


Most castings have to be cleaned after they are moulded. Sand must 
be removed, pitted areas made smoother, and “fins” eliminated. The 
three brushes in the standard Osborn Brush line that are most fre- 
quently used to clean castings are the Monitor, Disc-Center and Master 
Wheel. Each of these three brushes come in a variety of diameters 
and wire gauges—pick the type and size best suited to your prospect's 
needs. You can rest assured he'll be more than satisfied with the 


results. And, once he is sold repeat orders will come automatically. 


Osborn Brushes are designed to meet a wide range of production 
and maintenance needs. Help your prospects and customers select the 
proper brush for the job—show him how he can save with Osborn — 


and he'll always come back to you for more. 


WIRE FIBRE FLOOR WINDOW BENCH OR 
WHEEL WHEEL SWEEPING CLEANING 
BRUSHES BRUSHES BRUSHES 


UPRIGHT 
COUNTER BASS 
BRUSHES BRUSHES BROOMS 


AND 


PUSH 
BROOMS 


MANY OTHER 
TYPES OF 
BRUSHES 








TREND OF SUPPLY SALES 
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100 = averoge month, 1/934 —38 
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Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. Dec. 








Rising to 
ae - 
‘ ul news, 


size of the 


a new 


high after a temporary setback in 
the Sales Indicator for October tops 170. 
from the profit standpoint, is 


all terri 


the increased 


average order in 


tories. 





$24 
23 
22 
21 
20 
19 
18 
17 
16 
15 
14 
13 


JF BAM D ARRAS, JF MAM 





ASIA. 


DOLLAR VALUE, AVERAGE ORDER 
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Areas 

North Sept. 
Atlantic Oct. 
Southern Sept. 
Oct. 

Middle Sept. 
West Oct. 
Western Sept. 
ct. 

Pacific Sept. 
Oct. 


Sales 
Indi- 


cator 


155.6 
185.1 


148.2 


163.9 


141.2 
174.0 


- = 
Uw 


163.9 
139.9 


Orders | 
per 
Sales- 
man 
per Day 


20 
18 


17 
18 


10 
10 


* 
12 


Volume 


per 
Sales- 
man 


$7540 
9180 


$9740 
10,600 


$7880 
9950 


$4280 
5070 


$4760 
5610 


Average 
Order 


$19.39 
$22.15 


$17.30 
19.56 


$18.80 
19.80 


$23.18 
23.60 


$18.18 
19.50 


Orders 


per 
Work- 


ing 
Day 


88 
84 


117 
98 


127 
124 


& 8 


+ 





*% Omitted because of insufficient data. 





160 
150 
140 & 
130 =e 
120 Fae 

110 } 
100 
90 | 
80 
70 
60 








ORDERS PER WORKING DAY 
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EW PROFITS FOR YOU 


| Outstanding Sales Features Make Texrope the Fast- 
est-Selling Transmission Line on the Market Today! 


a. al Ae 2° get We Se 


~ F — 7 
NEW IMPROVED Duro-Brace Sheave adds” 
_ another item to the famous money-saving 
Texrope line—a profit-maker for you! 


‘ 


CaN 
VARI-PITCH SH 


items — they give 
want... with a 


| THE SENSATIONAL Vari-Pitch Speed 
4 low-cost Up and Dawn speed changes! 


Texrope V-Belts « Duro-Brace Texsteel Sheaves ¢ Texdrive 
Sheaves ¢ Stock and Standard Cast Iron Sheaves « Vari- 
Pitch Speed Changers ¢ Vari-Pitch Sheaves « Adjustable 
Pitch Diameter Cast Iron Sheaves ¢ 2-3-4 Cast Iron Com- 
Hination Sheaves ¢ Paraline Automatic Motor 
Bases ¢ Oil Field Drive Equipment and Drilling Rigs. 


vw «CF ' ~~ o:.eu 


Can Profit Wi 


Fast-selling —that’s what dealers who stock the Texrope 
Line of transmission equipment say! And it’s making 
them profits... big profits...in more ways than one 


Not only do they find that industry demands Texrope’ 
cost-cutting economy ... but, equally important, they’re 
using Texrope’s almost universal acceptance as a “door 
opener” in many plants they haven’t sold before. 


Ig Reasons Why Yon 


the Texrope Ling! 


WIDE MARKET! All industry has application for Texrope Drives 


GROWING DEMAND! Increasing pressure for manufacturing profits 
forces your customers to call for Texrope Drives to increase 
production and cut costs! 


AGGRESSIVE ADVERTISING! Forceful advertising stimulates sales 
Texrope Drives are advertised to your customers with hard 
hitting copy. 


1. 
2. 
3. 
4 FIRST IN THE FIELD! =Allis-Chalmers originated the multiple V-Belt 
5. 
6. 


drive—the drive that revolutionized transmission practice 


ENGINEERING COOPERATION! Trained transmission engineers help 


you when needed. 


FULL LINE! There’s a Texrope V-Belt size for every applica 
tion—from fractional horsepower up. The Duro-Brace Sheave 
—the Vari-Pitch Sheave—and the sensational new Vari-Pitc 
Speed Changer complete a full line of profit makers for you 


7 PRICED RIGHT! Your margin on TEXROPE returns you bigge 
* profits on the volume you get. 


Get the whole story on the fast-selling Texrope Transmissio 
Line! Call nearest district office or write Allis-Chalmers direct. 


1077 


) ALLIS-CHALMERS 


MILWAUKEE-WISCONSI 


~ 





= 





KEEPING UP WITH BUSINESS 


Flow of Munitions 
Orders Continues 


Big awards of contracts for am- 
munition components and for artillery 
and small arms ammunition continue 
to flow from the War Department. 
Orders for $20,299,459 worth of load- 
ing artillery ammunition have gone to 
three government owned plants now 
being built at Wilmington, Ill., Ra- 
venna, O., and Burlington, Iowa. 


Farm Equipment Reaches 
Peak Volume of '36-'37 


Manufacture this year of farm 
equipment has about reached the 
volume of the peak years 1936-1937. 
Exports the first nine months of 1940 
were $61,800,000, not far from last 
year’s total of $68,094,306. Thus far 
the industry is holding $12,000,000 of 
defense orders, about half of which is 
for tractors. 


Biggest Year Since '29 
For Railroad Equipment 


The year’s total bookings for rail- 
road equipment are estimated at 445 
steam and diesel electric locomotives, 
57,000 freight cars and possibly 300 
passenger cars. If these figures are 
attained, 1940 will prove the biggest 
year since 1929, with the exception of 
1936 when a rush of business in the 
final month shoved up the total to 
536 locomotives and 67,544 freight 
cars. Outstanding inquiries amount 
to 6,000 to 7,000 freight cars. 


> 


Chemical Construction 
Running Far Ahead 


Contracts awarded on current con- 
struction projects in the chemical proc- 
ess industries total $69,333,000 as 
compared with $4,825,000 a year ago. 
In addition to a naval powder storage 
plant and an ammunition plant for the 
War Department, both estimated at 
$5,000,000 each, outstanding proposed 
jobs are for the construction of a pulp 
and paper mill (Allied Industries) at 
Greenville, S. C., estimated cost, 
$4,000,000; a paint and varnish fac- 
tory for Canadian Industries in east- 
ern Ontario, estimated cost $2,500,000 ; 
rebuilding of burned paper mill for 
Sorg Paper Mills, Middletown, Ohio, 
estimated cost, $100,000. 
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Tool Builders Extend 
Speed-Up Efforts 

Extraordinary efforts to speed up 
production are being made by the 
machine tool industry. Output al- 
ready is twice that of a vear ago, with 
operations closely approaching $500,- 
000,000 a year (about five times 
normal). Expansion of plant capacity 
it much greater than generally known. 
Factories today are 50 per cent larger 
than in November, 1939, and con- 
struction of plant 
forward. 


additions goes 


Aircraft Registers Big 
Gains in Production 

As an example of the way aircraft 
production is stepping up, Allison 
turned out 286 liquid-cooled engines in 
October, compared with 223 in Sep- 
tember and 65 in August. New build- 
ings at Allison will be ready in Janu- 
ary. A year from now output is ex- 
pected to be 1,000 engines a month. 
The new Lockland, Ohio, plant of 
Wright, where engines will be built, 
will be operated on a two-shift basis, 
10 hours to a shift, six days a week. 





Business activity 128.6 
Automobile production 102,340 


Thousands of Dollars 


1939 





ACTIVITY FIGURES 


(As of November 30, 1940) 


Paced by the spectacular jump of the Sales Indicator (Page 34) supply 
salesmen’s volume for October hit an all-time high of $9490. Orders per 
salesman per day fell off slightly to 15, due perhaps to the fact that 
October contained more working days. 


VOLUME PER SALESMAN 


JFMAMJJASOND JFMAMVJVJASOND 





Orders per salesman per day in October—15 


Steel activity 96.6 
Carloadings 745,295 


+ + + + + 


1940 
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Lights burn all night as defense work speeds at Pratt & Whitney and hundreds of other great plants. 


Where to drive for supply sales 


CONSTRUCTION: If you're in the 
neighborhood of one of the new 
cantonments, military roads, or air- 
ports, you can find at least one busy 
contractor Things must be set for 


the new draites 5s, so see about sala- 


manders, shovels, picks, wheelbar- 


rows, an | 


re specialized equipment 


depending on the particular project. 
Check, too, on local plants—they are 


rong up—or growing up by the 
hundreds In three October months, 


51 contracts were awarded for new 





etal l plants or additions, 
ranging from $40,000 to $37,000,000 
HEMICAL PLANTS: Explosives, basic 
hemicals, synthetics—all these are 
ming e ncreasing amounts 
ym the chemical industry, which is 
so | ng | building new plants. 
Phe if pipe, valves, fittings, 
) rote e clothing, hoists, and 
iterials handling equipment Check 
es-and power plant sup- 
SHIPBUILDI \t the risk of being 
et vant to be sure you 
keep | shipyards Che 
ib ire working on large 
Mp ie land ones a ard a 
38 


during December and January 


it too, making Coast Guard cutters and 
mosquito boats. All have extensive 
machine shops where you can_ sell 
machinists’ tools, small tools, acces- 
sories and supplies. In the yards and 
on the ways, the number of portable 
tools needed rises exactly in propor- 
tion to the number of men—and here 
must also be hose, welding rod, rivets, 
and hundreds of other items. 


\ircrAFT: You may not have been 
near an aircraft plant yesterday, but 
} + 


you may be tomorrow—they’re going 


up all over. Largest is the new Wright 
engine plant near Cincinnati, 80 per 
cent of whose $92,000,000 will be 
spent for tools and equipment. Which 
brings to mind the machine tool and 
small tool plants, 


ind using almost everything you sell. 


ill busy as can be— 


Brass, Bronze & Copper Propucts: 
\nother subdivision of metal working, 
this group hits its annual peak now, 
needing press accessories, die steels, 


solder, 


port 


| ible Toots, mechanical 


ransniission, etc. 


FINISHING TEXTILE: 


DYEING AND 
Second peak for this group, which use 
hose, piping, valves, fittings, insula- 
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tion, hoists, hand trucks, brushes, and 
tank and vat materials. 
MeEN’s FURNISHINGS: Mainly mainte- 
nance and materials handling items, 
including belting, steam piping, mill- 
wrights’ supplies, ete. 


CONFECTIONERY: The American sweet 
tooth continues to grow _ prodig- 
iously, so that it takes a mass produc- 
tion industry to satisfy it. Lots of 
Monel or stainless steel for racks and 
trays, conveyor belts, steam and hot 
water piping, white-covered hose, 
white uniforms, drive chain, belts, 
motors, trucks, etc., should find 
good market here. 


SLAUGHTERING AND MEAT PACKING: 
Boots, buckets, 


shovels, 


lineshafting, 
motors, reducers, 


ind chain-conveyor elements are com- 


1 
nose, 


hangers, 


mon purchases by these plants, now 
killing and packing the Fall herds. 
Larger ones will have more varied 
needs, but these will do as a starter. 

Roap EQUIPMENT: trucks 
and snowplows are coming from thes« 


rractors, 


Going in are die steels, 
welding rod, paint spray equipment, 


plants now. 


hoists, portable tools, grinding wheels, 
plus metal working items. 
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WILLIAMS’ LINE OF 
DROP-FORGED 
CLAMPS INCLUDES 
ALL POPULAR TYPES 
FOR LIGHT, MEDIUM 
AND HEAVY SERVICE 


@ A new clamp finish, primarily for welding 
service, has been added to Williams’ line. This 
clamp is identical with the ‘‘Body-Builders” 
pattern, but instead of being supplied with 
standard shot-blasted finish is completely cad- 
mium-plated to resist the adherence of welding 
spatter to the body, swivel and screw. Seven 
sizes, Maximum capacities, 2 to 12 inches. 


All Williams’ Clamps, both ‘‘C’’ and Par- 
allel Jaw types, are drop-forged and heat-treat- 
ed to Williams’ exacting specifications. Wil- 
liams’ ‘‘C” Clamps, in 6 complete lines, pro- 
vide a wide variety of sizes, 3/4 to 18 in. gap for 
heavy, medium and light service. 


Williams also manufacture ‘Vulcan’ 
Strap Clamps; 6 patterns, 20 sizes. 


Get the facts on these fast-selling industrial 
lines—nationally advertised—accepted by in- 
dustrial buyers everywhere. 


J. H. WILLIAMS & CO. HEADQUARTERS FOR 
WRENCHES TOOL HOLDERS LATHE DOGS  “C” CLAMPS PIPE VISES PIPE TONGS THUMBNUTS& HOIST HOOKS EYE BOLTS 


MILL SUPPLIES * DECEMBER, 1940 





TEN YEARS AGO IN MILL SUPPLIES 


R. W. PROCTOR. MEMBER OF THE JOINT 
MERCHANDISING COMMITTEE OF THE MILL 
SUPPLY INDUSTRY. GAVE :SIK CONCRETE 
REASONS WHY DISTRIBUTORS CAN SERVE 

: MANUFACTURERS EFFICIENTLY, ECONOM— 
SRICALLY AND PROMPTLY. 


“= DELIVERY SERVICE 


Acco3nning TO H.E. LONG, PURCHASING AGENT, 
bw aeieidihmasas THE NASH MOTORS CO. KENOSHA, WISCONSIN, 
ENABLE CHANDLER &- e INDUSTRIAL DISTRIBUTORS FIT SO PERFECTLY 
Semen @) meetoN ’ INTO THE NASH PLAN OF STANDARDIZED PURCHASES 

. ~ ©., BOSTON, ; THAT THEY SUPPLIED APPROXIMATELY 80% OF 
TO CONCENTRATE THE MORE THAN $4,000,000 
SALES EFFORT, RE- WORTH OF TOOLS AND SUPPLIES, | 
DUCE INVENTORIES, \ BY NUMBER OF INDIVIDUAL 
STEP UP TURNOVER, 


- ITEMS, BOUGHT YEARLY 
SAVE CLERICAL WORK, ‘ F - | BY THAT COMPANY 
AND INCREASE THE “Zoe ce | 

EFFICIENCY OF SALES- 

MEN WAS TOLD BY 

WALTER CURRIER, 
SALES MANAGER 
OF THAT ORGAN- 
IZATION, 


#& 











THE MERCHANDISING COMMITTEE OF THE MILL SUPPLY 
INDUSTRY WAS BUSY PLANNING A NATION - WIDE RESEARCH 
PROGRAM, A DRIVE FOR ADDITIONAL MEMBERS, 
AND AN ADVERTISING CAMPAIGN, 


ee, 


Tue CLEMENTS MEG. CO, CHICAGO, MAKERS OF gal é fF, ‘ ‘ 
PORTABLE ELECTRIC BLOWERS, WAS ERECTING A Sie ; Bip ge lem gmp d 
NEW PLANT AT 66TH PLACE AND NARRAGANSETT AVE. 2 ENGLAND. AT THE AGE 
OF 12, TO FOUNDER 
AND PRESIPENT OF 
CHARLES BOND ©, 
cena ie PHILADELPHIA, WAS 
* “ * ‘ BUSINESS is GOOD! TH A F CHARLE 
BUSINESS IS GOOD!" WAS THE NEWS SHOUTED FROM —aetogo a Rye Me agfg  - 
THE WINDOW DISPLAY OF WESTERN IRON STORES. MiL- Me: WHO" IN MILLSUPPLIES 
WAUKEE A STREAM OF ORDERS DESCENDED SLOW- 6 ’ 
iN To THE FLOOR OF THE WINDOW FROM A MAIL o* a” 
BAG SUSPENDED FROM ABOVE. of 


Conrracrs WERE CLOSED FOR AN ADDITION TO THE 
# BUFFALO PLANT OF J.H. WILLIAMS E CO. 





Another 
“Feature Story” 
—by Nicholson 


@ Again Nicholson’s aggressive sales- 
promotion department comes through 
with an opportunity for the alert mill- 
supplies man to render a helpful ser- 
vice to his industrial-file customers: 

Factory managements seeking faster 
and more efficient production will find 
this special Type A Aluminum File 
just the thing toward overcoming the 
troublesome file-clogging tendencies 
of aluminum and other ductile-metal 
castings or stock. 


Free Technical Bulletin gives fur- 
ther facts — about unique cut, action 
and results. They make this distinctive 
Nicholson file development an inter- 
esting “feature story” which can readily 
lead to orders for various special files 
—and to volume sales of the more 
widely used general-purpose types. 

Type A Aluminum Files come in 
Flat and Half-round shapes —in both 
Nicholson and Black Diamond brands. 
One degree of coarseness throughout. 


NICHOLSON FILE CO., Providence, R.1., U. S.A. 
(Also Canadian Plant, Port Hope, Ont.) 





se $C ale 
in gnicrom™ 
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Charles L. Allen, aged 82, chairman of the 


Worcester, Mass., industrialists, died at his 
home November 


Executives and salesmen of the Sherman Mfg. Co. assembled recently at headquarters in 
Battle Creek. Left to right: C. W. Morgan, works manager; T. J. Croston, H. S. Van 
Rensler, L. M. Stinchcomb, sales manager, G. H. Read, P. H. Speaker, Jr., H. H. Isaac, 
p. a., E. D. Sperry, general manager, J. T. Cobb, A. R. Webber, and C. L. Braund, sales 
promotion manager. 





Members of the Colonial Supply Co. met recently at the Roosevelt Hotel, Pittsburgh, for 
a sales meeting in which the primary consideration was cooperation with customers hard 
pressed to keep ahead of defense orders. Examining catalog is C. T. "Pat" Haller, presi- 
dent of Colonial. 





Fourteen new members were welcomed into the Bond Quarter Century Club and the Christiana Machine Co. Quarter Century Club at 
In this group are men and women who have been employed continuously for 25 or more years in either the 
Charles Bond Co., Philadelphia, or Bond Foundry and Machine Co., Manheim, Pa., and the Christiana Machine Co., an affiliate of the 


the annual dinner Nov. 21. 


two Bond companies. 
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DON'T FORGET TO 


‘LINE UP 
win HEWITT’ 























Dick Brown (right) snatched the first copy 
of Link-Belt's new catalog "wet off the 
press" and dashed out to present it to the 
nearest distributor, Ray M. Ring, Chicago. 
"Wanted you to have the first copy,” said 
Dick. “lt humanizes Friction Fighter bear- 
ings and Link-Belt hopes this will be the 
first step in an industry-wide movement 
toward a better understanding by distribu- 
tors’ salesmen of their customers’ problems." 


Revision of Coated Abrasive 
Products Approved by Industry 


The revision of Simplified Practice 
Recommendation R-89-36, Coated 
\brasive Products, as submitted to 
the industry on July 27 and modified 
by the addenda of October 15, 1940, 
has been accorded the required degree 
yf acceptance by the industry. This 
revision further reduces the number 
’§ stock varieties to 1,755 which is 
less than 22 per cent of the former 
variety. Revision takes effect as of 
December 1, 1940, according to the 
Division of Simplified Practice of the 
National Bureau of Standards and 
will be identified as Simplified Prac- 
tice Recommendation R-89-—40. 

Simplification of coated abrasives 
was first undertaken in 1928, when a 
survey of the industry disclosed the 
existence of more than 8,000 varieties. 
On April 11, 1928, a general confer- 
ence of manufacturers, distributors and 
users drafted the original recommen- 
dation, which reduced the number of 
stock varieties to 1,923. Subsequent re- 
visions in 1931 and 1935 listed 1,863 
and 1,868 stock varieties, respectively. 

Mimeographed copies of this latest 
Simplified Practice Recommendation 
may be obtained without charge from 
the Division of Simplified Practice, 
National Bureau of Standards, Wash- 
ington, D. C 


Steel Warehouse Dates. 


The American Steel Warehouse 
\ssociation, Inc., will hold its thirty- 
econd annual convention at the Fair- 
mont Hotel in San Francisco, May 12, 
13 and 14, 1941, W. S. Doxsey, execu- 
tive secretary, has announced. \ 
special train from Chicago to San 
Francisco will be arranged for those 


attending from the East and Midwest. 


A full week was recently given over to consideration of sales problems by the staff of 
W. O. Barnes Co., Inc., Detroit, Michigan. Shown here are J. H. Flavell, president; A. E. 
Yorseck, vice-president; C. B. Cecil, sales manager; F. M. Shaw, Atlantic Coast; A. G. 
Young, Ohio, Pennsylvania and West Virginia; Evan Evans, California; J. W. Bennett, 
Michigan, New York and Canada; W. T. Johnson, and D. M. Condit, Central States; H. E. 
Friend, New England; P. Boesen, E. Brash, D. Watson and L. Hauser. 


CORDES SUPPLY Co. 
INOUSTRIAL SUPPLIES 


pire 


{ ‘ jus SS 





Cordes Supply, Milwaukee, presented this attractive display to visitors at the recent Mii- 
waukee purchasing agents show. Salesmen of the company's industrial supply division 
standing from left to right are: John K. Tuohy, Frank Garske, John A. Cook, Albert C. 
Ziemann (Mgr.), Austin R. Townsend, Jr., and Robert Mein. 
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KEEP YOUR SALES ove of UW 








Porto-Power hydraulic 
equipment licks tough 
maintenance jobs now 
handled by crude time 
wasting methods. 


Many of your customers 
are now using antiquated 
methods or devices to 
bend pipe! New Black- 
hawk Benders save up to 
75‘ of the present time 
spent—and eliminate ex- 
pensive factory elbows 
and unnecessary cutting 
and threading. 





“Mysterious” 
ills of motors, ma- 


equipment are being solved 


Dazzle Your Customers with New Ideas iviien 


new products and new money savers. Blackhawk Hydraulic 
Jacks, Hydraulic Porto-Power and Socket Wrenches HOLD old 
customers and WIN new ones for you. At least a dozen new 
equipment items — and it’s profitable and easy to sell them. 


Products of BLACKHAWK MFG. CO. Dept. P17120 Milwaukee, Wisconsin 


Tie profitable Wrench business 
to your apron strings! Sell exclu- 
sive Nugget Wrenches in big sets 
—they have the exclusive ‘‘Lock- 
on’ safety feature and a design that 
saves 42'% in wrench investment. 
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OR more than eight years engineers of the Power 

Transmission Council, collaborating with plant, 

consulting and power engineers and members of 
the nation’s Power Transmission Clubs, have carried 
on power transmission investigations and surveys in 
widely different groups of industries. This invaluable 
fund of data is now opportunely available to industry 
— at a time when such information is vitally needed 
to step up America’s productive capacity. 


The Power Transmission Council is concerned solely 
with a broad program of Planned Power Transmission. 
It recommends no one type of drive, but fosters the 
selection of power drives best suited for individual 
operating conditions and the proper combination of 
individual and group drives which transmit power 


TO HELP INDUSTRY 
TO HELP AMERICA 


from source to driven machine most effectively and 
economically. e e e 


Distributors and manufacturers affiliated with the 
Power Transmission Council are not only qualified to 
render speedy and valuable service on power trans- 
mission problems, but also offer immediately avail- 
able stocks to fill urgent equipment needs. 


Inquiries from manufacturers are welcomed at Power 
Transmission Council headquarters. The advice of ex- 
perienced and qualified power transmission engineers 
involves neither charge nor obligation — their sug- 
gestions usually result in the satisfactory solution of 
power transmission problems, in quick expansion of 
production facilities and worthwhile operating econ- 
omies. Write — Power Transmission Council, Inc. 
— 53 Park Row, New York, N. Y. 
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The Experience of Hundreds of 
Concerns Is Available to... 


HELP INDUSTRY NOW! 


*« SOLVED PRODUCTION PROBLEMS 

Planned Power Transmission in the plants of an electrical spe- 
f cialty manufacturer, not only solved a production problem but 
saved power as well. The machines are laid out in small groups 
— parts moving from machine to machine progressively to com- 
pletion. These planned groups are so arranged that in no case is 
a motor larger than 10 H. P. required, and motors operate at 
practically full load at all times. This arrangement eliminates 
over-motoring for peak loads such as would be present were in- 
dividual drives applied to each machine. 


% DRIVES 6 MACHINES WITH 7/4 G. P. 
Planned Power Transmission in a metal working plant has 
stepped up production and cut costs. For example: in one group 
six machines are operated by a 7, H. P. motor. To take care 
of peak loads 3 H. P. motors on each machine would have been 
necessary had individual drives been installed, which would have 
required 18 connected horsepower instead of 7, H. P. Besides 
the cost of these six motors it would have been necessary to add 
the price of six controls, switches and proper wiring. Friction 
losses are minimized by the use of Anti-Friction Hanger Bearings. 


*% SAVED 211 CONNECTED 3. P. 

Another example of the successful use of Planned Power Trans- 
mission in shoe factories is to be found in three new plants in 
the middle west. In these factories 211 horsepower in connected 
load were saved by the proper use of Group Drive. In one de- 
partment 11 motors successfully did the work that would have 
required 97 for individual drive. By careful planning, installa- 
tion costs were held at a minimum, maintenance has been low, 
and production has been kept at a high economical level. 
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* MEMBERS * Write for further factual 
‘ f material showing advantages 
Ahlberg Bearing Company The Falls Clutch & Machinery Co. a & ileal I inonmenel 
American Leather Belting Ass’n Flexible Steel Lacing Company 2. = ee 
The Akron Belting Company J. L. Goodhue & Company, Limited oduction and power sav- 
The American Pulley Company Himmelein & Bailey, Inc. ings through Planned Power 
Barry Pulley Company, Inc. E. F. Houghton & Co. Transmission. 
Bay State Belting Company Kinney Manufacturing Company ; 
Beardmore & Company, Limited Link-Belt Limited 
Charles Bond Company The Medart Company { 
D. P. Brown & Company J. E. Rhoads & Sons ye Re hi 
Chicago Pulley & Shafting Co. SK F Industries, Inc. MAU 
Chicago Rawhide Mfg. Co. Safety Belt Lacer Company p os } 
Cling-Surface Company Scandinavia Belting Company 4 Y iee 
Clipper Belt Lacer Company Semmelmeyer Company, Inc. yi ot) eee 
Crescent Belt Fastener Company Shafer Bearing Corporation Wh ry Wt?” 
Cross Brothers Co., Inc. Shingle-Gibb Leather Company pt ded > 
R. & J. Dick Co., Inc. Sudbury Laboratory j)] ype zh 
Dodge Manufacturing Corporation Frank Tracy, Inc. fi 
Eagle Belting Company Twin Disc Clutch Company ais AM FE | C A 
Ensign Products Company Victor Balata & Textile Belting Co. te 
T. B. Wood’s Sons Company = Jd 
vy 
POWER TRANSMISSION COUNCIL, Inc. : 


53 PARK ROW NEW YORK, N. Y. 
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“YARWAYS 


are Well Worth 
Featuring in Our 
Sales Efforts’’ 





Mr. 
Carey Machinery & Supply 


George A. Janzen of 


Co., Baltimore, Md., says: ... 


“A good product, a sound 
merchandising policy and 
continuous advertising make 
the Yarway Trap well worth 
featuring in our sales efforts.” 


Write for details 


YARNALL-WARING COMPANY 
MERMAID PLACE, PHILADELPHIA 











The appointment of the Rayl Co. as distributor in Detroit for Henry Disston & Sons, 
Inc., was the occasion for a full staff sales meeting, headed by B. H. Ackles, presi- 
dent, and attended by Horace Disston, president and Walter H. Gebhart, manager of 
sales, industrial division, Henry Disston & Sons. In the center of the picture Horace 
Disston is shown shaking hands with Bert Ackles, standing to the left of Mr. Disston 

















is Walter Gebhart. 














North Jersey Mill Supply Association members met recently in Newark to hear C. S. 


Trott, Parker-Kalon sales manager, discuss manufacturers’ sales policies. Mr. 


Trott is 


seated, left, with Arthur Squier (Squier, Schilling & Skiff) president of the group. 





American-Marietta Co. 
Expanding at Kankakee 


The American-Marietta Co. has 
started construction at its Kankakee, 
Ill., plant of two new buildings to 
handle the rapidly increasing demand 
for the company’s products. The 
buildings are part of a $200,000 mod- 
ernization and expansion program at 
Kankakee that was begun about a 
year ago and is designed to carry over 
a period of 18 months. The figure in- 
cludes buildings, equipment and im- 
provements. 

One building is to house a new 
varnish and synthetic resin laboratory. 
“he latest and most modern research 
and testing apparatus will be included 
in its equipment. The second unit is 
a three story extension of heavy mill 
construction, to the plant’s main build- 
ing. It will be used for the manufac- 
ture of roof coatings, thus separating 
this division from all other manufac- 
turing operations. 
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New Plant for 
Goodyear 'Chemigum' 


Construction of a new, modern plant 
for the manufacture of its synthetic 
rubber, Chemigum, is announced by 
The Goodyear Tire & Rubber Co. 
Production will begin, in anticipation 
of defense needs, as soon as equip- 
ment can be installed, probably within 
six months. 

The new plant, a combination one- 
and two-story structure, will be lo- 
cated in Akron close to the company’s 
factories, and will employ about 75 
men. It will step up the company’s 
present output of Chemigum about 
300 per cent. Goodyear currently has 
a small pilot plant which has been in 
operation for the past three years, pro- 
ducing experimentally. 

Chemigum is derived from petro- 
leum, through a cracking process, and 
is the culmination of lengthy and ex- 
tensive work in development and re- 
search by the company. 
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Check the efficiency and cost of KANTLINK 


Spring Washers against so-called lock washers 


No device that exerts temporary pressure on the threads 
over a short range can compensate for the true causes of looseness which are bolt stretch, 





wear under the nut and bolt head, pulverizing of paint, rust or scale. No so-called 
locking device has the long range of action found in KANTLINK Helical Spring 
Washers. In addition, spring washers cost less! 


KANTLINK HELICAL SPRING WASHERS ¢ WRIGLEY BUILDING ¢ CHICAGO 


Specify KAN] TINK Helical Spring Washers 
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THE LINE 


“HALLOWELL” STEEL BENCHES 


Pat'd. and Pat's. Pend’g. 
Fig. 732 


Drawer is extra 


Buyers are quick to 
many advantages offered by “Hallowell” 
Benches. The fact that you can supply 
them with a bench that will exactly fill 
their need right from stock is usually a 
deciding factor. “Hallowell’’ Benches have 
smooth steel or wood tops—rigid flanged 
legs—ample shelf space and pilfer-proof 
drawer if desired. We have recently de- 
veloped a great many modern, streamlined 
designs. Shown in Form 555. 


recognize the 


“HALLOWELL” STEEL TRUCKS 








Fig. 754 Pat. Applied For 


If you want to supply your prospects 
with floor trucks that will give them 
the best value for their money—you'll sell 
them ‘“Hallowells’’. The steel plat- 
forms won't chip or splinter .. . all parts 
will stay rigid . . . wheels and hubs are 
made for easy rolling, and they're sup- 
plied in wide variety. 


“HALLOWELL” 
STEEL 
TOOL STANDS 


Fig. 705 

















THAT REPRESENTS 
Economy, Durability and 








HALLOWELL 


STEEL SHOP EQUIPMENT 






Profits! 


“HALLOWELL" STEEL STOOLS 


Fig. 1334 
Applied Fig. 1249 


The exceptional and lasting rigidity of 
these all welded stools makes repeat sales 
a certainty. “Hallowell’’ Stools are made 
in a complete selection of styles and will 
more than satisfy your most discriminat- 
ing customers. 


“HALLOWELL" 
STEEL LIFT TRUCK PLATFORMS 








Fig. 799 


These are made to be easy on the floors. 
The end-grain wood legs are as gentle 


on the floors as a cat's paw. You can 
back these to the limit. 
“HALLOWELL" 
STEEL SHAFT 
COLLARS 


Unbreakability and 
machine finish com- 
bined with ‘“Un- 
brako”  Self-Lock- 
ing set screws and 
low price give these 
collars a_ world- 


wide popularity. 
Fig. 1432 send 7 






“PIONEER” 
STEEL SHAFT 


Moves easily wher- HANGERS 
ever it’s needed; an The original steel 
easy stand to sell. Shaft Hanger— 
Made in a variety of and the only 
hanger with in- 
types for all pur- tegral feet. Mil- 
poses. lions in use the 
world over. Fig. 300 
Write for 
LITERATURE | STANDARD PRESSED STEEL CO. 
AND ; JENKINTOWN, PENRK BOX 5:19 
DEALERS seaencecs — 
PROPOSITION BOSTON + DETROIT inDIANAPOLIS - CHICAGO - ST. LOUIS + SQN FRANCISCO 
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DISTINGUISHED 
SERVICE 





RAY DUNBERG 


During the course of a week, the 
average mill supply salesman probably 
performs more extra services for his 
customers than could be counted on 
the fingers of both hands. Yet these 
assists have become so much a part 
of his selling that only the unusual 
sticks out as worthy of mention. So 
it is with Ray Dunberg of Mid-States 
Industrial Corp., Rockford, Ill. Hence, 
he vividly recalls piling out of bed at 
one in the morning to rescue the chief 
engineer of the local power plant from 
an embarrassing spot. MILL SUPPLIES 
awards Ray this month’s Distinguished 
Service Award plus ten dollars for a 
performance well done. 

According to Ray, the series of 
events happened in this manner. With 
business popping in the territory and 
customers demanding jadded atten- 
tion, the early part of the week had 
proved rather wearing. On Thursday 
evening Ray returned home planning 
to hop into bed and get a good night’s 
rest. But his son had come home 
from school with a high fever and he 
didn’t feel free to retire until well 
after twelve when the fever broke 
ind the boy was resting comfortably. 

Ray had just dropped off into a 
sound slumber when the phone rang 
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“Here’s a Campaign for Distributors 
That Will Bring Results!” 


Another Distributor of 
Graton & Knight Leather Products 
Finds Broader Profit Opportunities 

in the “SPEED FOR 1940’’ Plan 


GATS a 


REDE SOY Sa LITE 


rae 
AL 


“Graton & Knight certainly had the distributor 
in mind when they prepared the SPEED FOR 
1940 Sales Plan.” So says Mr. Blake of W. L. 
Blake & Co., Inc., distributor of Graton & 
Knight leather products in Maine. 


“It’s a program that fits in well with the dis- 
tributor’s method of selling. The advertising 
is factful and forceful. The new quick-reference 
catalogs are complete, yet compact and easy 
to use. The direct mail is the right type to get 
inquiries that lead to sales. In fact, all selling 
aids are convenient and fast-working. 


“We're getting right behind this SPEED FOR 
1940 Plan, because we can foresee profitable 
results.” 


G&K DISTRIBUTORS 


Are you taking advantage of all the new G & K 
sales aids? Remember — our 1940 line is more 
complete and the new profit margin is broader. 
There’s more money for you in pushing G & K 
leather belting, belt dressings and cements, leather 
packings and textile leathers. 


OTHER DISTRIBUTORS 


If you are not handling the G & K line at present, 
find out if there is a franchise open in your terri- 
tory. You may be able to enjoy the advantages of 
a selling plan that many other distributors are 
finding very profitable. Write for full information. 



















WRITE FOR YOUR FREE COPY OF f 


GRAKNIGHT LIFE 


A monthly publication edited 
for distributors and their salesmen 


GRATON& KNIGHT COMPANY 


ia GRATON 
WORCESTER a MASSACHUSETTS 
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MY, JOHNNY, 
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Bem AIN7 


A few years ago Abrasive Products, Inc., 
was just a lusty infant, too! Because 


On Coated 


growth brings with it certain advantages 
to our customers, we're glad to report 
that this company has entered its big, 
“teen-age”. 


strapping, healthy 
what it means to you: 


Here’s 





RIGHT ABRASIVE, RIGHT QUICK! 
... AP’S big plant at South Braintree 
provides ample manufacturing facilities 
for the wide AP line. No matter what 
your requirements, the heavy and varied 
production of this plant provides an 
abrasive to meet them. But we've kept 
our spirit young, and we'll still break 
our production schedule so you won't 
have to break yours, to give you that 
special order you need day after 
tomorrow. 








AP ABRASIVES CUT because this plant 
houses nothing but the most modern 


ABRASIVE 


SOUTH BRAINTREE 
JEWELOX « JEWEL EMERY + JEWEL GARNET 
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equipment to make them right. An 
alert research laboratory is constantly 
developing new grits, new binders, new 
backings, and ways of manufacturing 
the old ones better. Examples: AP New 
Process Paper for tough jobs; AP 
Special Garnet, which often replaces 
more expensive grits; AP Silver-Streak, 
the disc that cuts fast and cool; AP 
Velvet-Joint Belts, that stay joined as 
long as they last. 
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PRODUCTION AND SALES agree! 
Yes, it’s news, but these two important 
functions of our business always agree 
on customer-service. That’s why you 
get 24-hour action on stock orders, 
48-hour action on specials. That’s why 
AP has led with developments like 
“Masterpak” — the sandpaper package 
that keeps out moisture, prevents 
damage. 


Thus AP gains the advantage of size, of 
scope, of maturity without losing the 
personal interest in your needs that every 
company serving you should have. Make 
us prove it on your next abrasive order. 
Abrasive Products, Inc., 517 Pearl St., 
South Braintree, Mass. 


PRODUCTS 


MASSACHUSETTS 
JEWELITE « JEWEL FLINT «© NEW PROCESS 
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shrilly. It was the chief engineer of 


the local power plant. “Ray,” the 
chief said, “hate to root you out 
at this hour, but I’m in a jam. 


Flanged valve on a steam line to one 
of the generators has gone sour. Can't 
afford to cut out this generator and 
run the chance of not being able to 
meet the normal morning peak load. 
[f worse comes to worse, I could get 
the needed power from an_ outside 
plant. But that costs dough and would 
run up our operating expenses. Can 
you help me out?” 

“Sure thing,” said Ray. “What 
size is the valve? Oh! Oh! That 
sounds tough. It’s a special size and 
I’m almost certain no house in this 
section stocks it. But I'll check our 
stock and be out at the plant in no 
time.” 

Ray was right in his surmise. There 
was no flanged valve of that size in 
stock. He grabbed a screw type valve 
and rushed out to the plant. But the 
chief engineer had heeded Ray’s 
warning and called in an emergency 
crew of ten men who succeeded in 
making a temporary repair job on the 
steam line. Ray stuck with the job 
until dawn, then hastened into town 
to wire a manufacturer in the East 
for the special valve. 

He got an immediate response say- 
ing that the valve would be on its 
way in a few hours. As soon as it 
arrived, Ray rushed the valve out 
to the plant. The chief engineer re- 
placed the patchwork repair job with 
the new valve then, with a sigh of 
relief, thanked Ray for his help. As 
this plant was already a good cus- 
tomer, Ray didn’t expect to find him- 
self suddenly swamped with orders. 
He chalked up this extra service as 
just another reason why he and Mid- 
States should continue to enjov a nice 
volume of business from the plant. 
Nor has he been wrong. 








After a three-year training period in the 
warehouse of the W. P. & R. S. Mars 
Co. in Duluth, Al Peterson stepped forth 
as an outside salesman on April |. Al's 
record is one to be proud of for he has 
consistently increased his volume month 
by month. 
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0? Youn bolt and nur 


RIGHT NOW is the time to build 
a complete inventory of bolts, 
nuts, rivets, turnbuckles, wire 
rope clips and other headed and 
threaded products. 

Do this the easiest way... by 
checking your needs against 
Republic’s stock of more than 
20,000 standard items. 

Now about quality! By specify- 
ing ‘Republic Upson Quality” on 

* 


your order, you will get bolts 
that satisfy even your most fussy 
customers — bolts that stay sold 
— that don’t come back. 

Write for a copy of Catalog 
No. 307. It contains sizes, weights, 
specifications and other infor- 
mation. Republic Steel Corpo- 
ration, Bolt and Nut Division, 
Cleveland, Ohio and Gadsden, 
Alabama. 


* 


Ask us also to send you a copy of Booklet No. 199. It lists the various kinds of sheets, 
pipe, bars and many other products made by Republic for the mill supply trade. 


1G US PAT OFF 


BERGER MANUFACTURING DIVISION 
NILES STEEL PRODUCTS DIVISION 
STEEL AND TUBES DIVISION 
UNION DRAWN STEEL DIVISION 
TRUSCON STEEL COMPANY 
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@ Featured for the first time in the Decem- 

ber issues of Factory Management & Mainten- 
ance and Aviation, Lyon's new Assembler’s Bench Bin 
and Portable Benches have unusual sales appeal. . . mean 
quick, profitable business for mill supply distributors. Both 
of these new Lyon products are keyed to the needs of the 
times .. . saving time and stepping up production! 


Mention Lyon Portable Benches and Lyon Assembler’s 
Bench Bin wherever you call for at least two weeks after 
“Factory” and “Aviation” are distributed. Tear out this 
advertisement and carry it as a reminder to cash in on the 
timely appeal of these new items and the widespread in- 
terest in them created by Lyon nation-wide advertising. 


LYON METAL PRODUCTS, INCORPORATED, 5312 River Street, Aurora, Illinois 


LYON METAL PRODUCTS, INCORPORATED. Genera! Offices: Aurora, Ill. 
District and Sales Offices in All Major Cities 
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O'Hara Takes New Dodge 
Post in New York 


Dodge Manufacturing Corp., of 
Mishawaka, Indiana, manufacturers of 
power transmission equipment, an- 
nounce the creation of the new posi- 
tion of eastern manager and the ap- 
pointment of F. T. O’Hara to that 
post with headquarters in the Dodge 
office at 75 West Street, New York 
City. 

He will have charge of the com- 
pany’s growing sales interests in the 
Eastern states as well as the export 
trade. The corporation is particularly 
fortunate in having available for this 
important position a man of Mr. 
O’Hara’s long experience in its busi- 
ness and wide acquaintance among its 
distributors and customers. 


Greenfield Tap & Die 
To Expand Plant Facilities 


A report from Greenfield, Mass., 
indicates that plans are underway for 
the expansion of the Greenfield Tap & 
Die Corp. gage plant located there. 
Approximately 40,000 sq. ft. of floor 
space will be added to the concern’s 
present facilities under this program 
which will provide employment for 
several hundred additional workers. 


Gets Sales Promotion Job 


3ert Hough has recently been 
named sales promotion and production 
manager of the Grand Specialties Co., 
3101-29 W. Grand Ave., Chicago. 
He will supervise the promotion and 
production of Grand door holders, 
Grand “Bore-In” castlocks and the 
new Grand _ Double-Action “C” 
Clamps. Mr. Hough took over his 
new duties October 21. He was form- 
erly connected with the Norton Door 
Closer Co. 





Bill Davis is starting at the bottom of 
the ladder with the Bostwick Braun Co., 
Toledo, Ohio. Bill's first job is follow- 
ing up orders that's why he is down in 
the steel warehouse. 
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EFFICIENT HOLDING OF WORK 


for many different operations 
ith BROWN & SHARPE MAGNETIC CHUCKS "Meare! 


Type 


No Wires — 
No Heating — 
No Running Costs — 











Parts difficult. to- old | as wall as ordinary work are machined faste 
and more easily when held on these Permanent Magnet Type Chucks 
They offer many opportunities for profitable sales for alert enact 
[BS Brown & Sharpe Mfg. Co., Providence, R. I., U. S. A. 





BROWN & SHARPE 


THAT STEAM! 


PACK WITH 


That's the story we're sending your cus- 
tomers this month through leading business 
publications — right to their offices — right 
to the job. 


We tell them of the features of Belmont 30. 
How they keep pressures sealed. Reai 
it and avail yourself of this forceful sales 
ammunition. 


Belmont 30 offers a unique center construc- 
tion. Center block is pleated upon itself, 
accordian fashion, at an angle approxi- 
mately 90 degrees with the rod. This 
provides high resiliency—abundance of take- 
up on the gland, and ultimate “edge-wear” 
(longer life) on the block. 


All Belmont packings are constructed to 
give maximum economical service under 
the most rigorous conditions. No matter 
what the service may be, there is a Belmont 
packing for the job—made with the same 
fine care and attention to detail that dis- 
tinguishes Belmont 30. 


The 1940 Belmont Catalog gives many more 
sales arguments for Belmont 30 as well as 
sales points for every packing in the Bel- 
mont line. It's designed to increase your 
sales. Use the catalog as your guide and 
watch your sales go up! 


THERE’S BELMONT 


PACKING 


BELMONT. 


Suggested Belmont Packings 
For Steam Service 


BELMONT 30 


High Pressure Packing. Made of 
closely woven asbestos cloth 
frictioned with a heat-resisting 
rubber compound. Unique 
accordion-pleated center 
block. Rubber cushion re- 
mains resilient even under 
extreme temperatures. 
Comes lubricated and 
graphited unless 
otherwise speci- 
fied. (Rubber 
cushion omitted in packing 
space sizes smaller than ;;”.) 





























BELMONT 754 


Square Braided Pack. 
ing. Made of long fibre 
asbestos yarn, with a 
fine copper wire twisted 
with each strand. 
Braided, in same man- 
ner as square braided flax packings. Each 
strand of metallic yarn is thoroughly lubri- 
cated and graphited, resulting in a finished 
packing which lessens possibility of harden- 
ing in service. 














FOR EVERY SERVICE 


BELMONT 


, 2S 6 


a a 


THE BELMONT PACKING & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS ¢ PHILADELPHIA, PA. 
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Some guys get all the breaks. Imagine 
Roger Storm (left) and Andy Anderson, 
stock clerks for Factory Supplies Co., Rock- 
ford, Ill., kicking about the working condi- 
tions. The avalanche of beauty surrounding 
Roger and Andy, left to right: Mary Cotta, 
Edith Engberg (office manager), Eleanor 
Battalia, Lorina Carlson and Eileen Murphy. 





Customer Borrows 
Supply Man's Talent 


T. C. Guinee, secretary of the 
Riechman-Crosby Co., Memphis, has 
turned to greeting card 
verses, announcements, etc., in his 
time. Customers are said to be 
throwing much business his way since 
he took up the art. His latest is the 
announcement that was sent out for a 
customer, W. Averills: 


Announcing the 


composing 


spare 


Completion of 
William 
W. P. 
Without 


Prentice, Jr. 
Project No. 1 
Federal Aid, on 
1940 
Averills. 


October 53, 


The W. P. 


Haseltine Opens 
Branch in Seattle 


zi E. Haseltine & Co., of 
Ore., opened a branch in 


Portland, 
Seattle, 


Wash., November 1, 1940. It is 
located at 510 First Avenue, South. 
J. H. Tadlock is the manager. John 
Caluwaert is salesman there, while 
R. F. Bannister, located in Tacoma, 
reports to the Seattle branch. Ralph 
Beler, welding specialist, will also 


spend considerable time in Seattle. 
xccupied is on one floor, 
20 by 150 it. Activities will b 
ilmost wholly along the lines of web 
ing equipment and supplies. Among 
ther supplies, 75 types of welding 
ds are stocked, with three to five 
each. 


The space 


wout 


sizes of Rods are bought i1 
oa ae 
carload lots. 

Haseltine’s hope to make 
branch the leading welding 


headquarters in Seattle. 


this 
supply 
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Above is shown a reproduction 


from an actual unretouched 
color photograph which illus- 
trates the appearance of the 
gauge glass from directly 
in front. 


GORNING 


: Glass Works 
4h Corning, New York 


Oncean engineer actually witnesses the superior water level visibility 
of a “Pyrex” Broad Red Line Gauge Glass, he will never be satisfied 
until all of his gauges are equipped with these glasses. That is why 
every one you sell will lead to future volume sales and replacements. 

But remember—visibility is only one of the many sales points of 
“Pyrex” Broad Red Line Gauge Glasses. Machine drawn accuracy 
that eliminates installation strain, resistance to sudden temperature 
changes, resistance to the corrosive action of steam and mechanical 
strength that resists physical impact—are qualities that mean satis- 
fied users. 

If you want increased gauge glass sales with a minimum of sales 
effort, sell at least one “Pyrex” Broad Red Line Gauge Glass to 


each prospect in your territory. Corning Glass Works, Corning, N.Y. 


“PYREX” is a registered trade-mark and indicates manufacture by Corning Glass Works 
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SELL THE STEEL THAT EVERYBODY KNOWS 


Manufacturers, mechanics, farmers, housewives—all know the familiar U-S-S trade-mark ... 
and recognize it as a mark of steel quality. During 1940, U-S-S magazine advertising totalling 
close to 130,000,000 impressions will urge vour customers to buy products bearing the U-S-S 
Svmbol. Make this advertising yours by selling U-S-S Products. 








buy TRADE-MARKED STEELS 


That’s why the extra promotion behind the 
U-S:S Symbol makes better business for you 


TEEL users want to know what they 

are buying. Offer a customer U-S-5S 
Steel at the same price as a little-known 
steel and see which one he will take. 
Youcan sell U-S-S Steel Products easie: 
because we put more sales push behind 
them to make them better known. 

Mill supply houses selling U-S-S 
products are backed up with three dif- 
ferent types of sales promotion activity 
—a liberal amount of trade literature, 
an extensive industrial trade paper cam- 
paign direct to your customers, and a 
strong consumer campaign through na- 
tional magazines, moving pictures and 
exhibits. 

Is this extra promotion bringing 


results? Last year several hundred man- 
ufacturers, in over sixty different classi- 
fications used six million U-S-S Labels 
on steel products. They've found their 
goods sell faster when they carry this 
mark. ; 

This means more business for you 
when you sell the complete U-S-S line. 
Thousands of products which formerly 
were made from any steel are now being 
made from U-S-S Steels. Are you get- 
ting your share of the business? 

Check the products listed here. May- 
be you’ve been missing sales that could 
have been yours. We'll gladly send you 
complete information about our prod- 
ucts or promotional program. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 


United States Steel Export Company, New York 


U’S*S MILL SUPPLY PRODUCTS INCLUDE 


MERCHANT BARS 

COLD FINISHED STEEL BARS 

PLATES 

STRUCTURAL SHAPES 

HOT ROLLED SHEETS 

COLD ROLLED SHEETS 

COPPER STEEL SHEETS 
OTHER STEEL PRODUCTS 


GALVANIZED SHEETS 


TIN PLATE 
STEEL MINE TIES 
NAILS AND SPIKES 


Hatha 


FENCE for property protection 


WIRE ROPE AND FITTINGS 
ELECTRICAL WIRES AND CABLES 





UNITED STAILBoe SITPEL 








Beyond filling Today’s orders 


RearmMament programs pile up the demand for production 
machinery, tools, supplies, — especially for the specified makes 


that normally lead demand by superior quality. 


Distributors have to reckon with the manufacturing cap- 
acity of their suppliers, as to (1) their physical plant ability; (2) 
their characteristic depend-ability in maintaining quality under 
pressure. 


As an ALLEN Distributor you are backed by the manufac- 
turing capacity of the largest producer of hollow screws, whose 
facilities are a 30-year growth, soundly organized. You are 
supported not only by facilities for VOLUME but by responsi- 
bility for VALUE. 

This isn’t the first production-emergency in ALLEN’S 
history; our policy in emergencies is this: To go into them with 
all our energy and capacity; to go through them and come out of 
them with no impairment of product-standards. 

We look beyond filling orders today, that we may have no 


end of orders to fill in the future . .. You share our stake in 
that future. 


THE ALLEN MANUFACTURING COMPANY 


RTFORD, CONNECTICUL USA 
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Lewis E. Forbes Joins 
Hagerty Bros. In Peoria 


Lewis FE. Forbes, who resigned tror 
an executive post with Couch & Heyle, 
Inc., Peoria, Ill., about a year ago 
order to regain his health, “vag reen- 
tered the mill supply field. He ied 
Hagerty Bros. Co. in Peoria on "N \- 





Walter Heyd, sales manager of Hagerty 
Bros., and Lewis E. Forbes (right) talk 
things over during Lewis third day at his 
new post. 


vember 4. He will be in charge ot 
inside sales for Hagerty. 

After 27 years with Couch & Heyle, 
Mr. Forbes completely severed his 
connected with the field in order t 
devote his untiring attention to re- 
gaining his health. After a year spent 
in fishing, golfing, traveling and rest, 
he was anxious to get back in the 
harness and accepted the post with 
Hagerty Bros. His many friends in 
the mill supply field will be glad 
to know that after a year’s vacation 
he feels like a new dollar and ready 
to whip his weight in wildcats. 





C. J. Dunn covers a lot of ground for 
Sterling Products Co. out of the Moline, 
lll., branch. At 75 he can still give some 
of the youngsters a head start and come 
out on top at the end of the month, 
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There’s profit in telling a customer “Yes, we know 
just the belt for you” when he asks for a belting item out of the 
ordinary. If you carry the Gilmer line, you'll get extra sales you’re 
now missing, sales that total to real volume in a year’s time. And 
you can get those extra profits without adding to your inventory, 
for if you don’t care to carry these 14 long-margin items in stock, 
Gilmer will ship your orders promptly as received, either to you 
or direct to your customer. 


One mill supply house says: “The Gilmer line carries 
a very nice margin on each item, and this is especially true of your 
specialty belts—a group not made by any other manufacturer. We 
are able to belt any type of drive.” Another mill supply house 
writes: “We are doing an attractive volume of business on your 
special belts over and above your standard products.” 


Added to the profitable business available to you on 
Gilmer V-Belts and other standard transmission belts ...and the many 
extra sales possible with the 14 profitable sellers in the Gilmer 
“Vitamin S” line of belting specialties, the design engineering ser- 
vice offered by Gilmer is a powerful sales weapon for your sales force. 


Oy iy? 
. V-Belt 


GILMER GUIDE to 
EFFICIENT V-BELT PRACTISE 
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ithout increasing 


your inventory ? 


Gilmer’s “Vitamin S” Group of 14 fast-selling belting spe- 
cialties will enable you to get those sales you’re now losing 









V-BELTS 
Complete lines for either fractional horsepower or 
multiple use. 


STREAMLINER V-BELTING 
New connected type, used where endless V-Belts 
are impractical. 


KABLE KORD FLAT ENDLESS BELTS 
For light and heavy duty. 


KABLE KORD (ROLLS) 
For all standard fiat belt drives. 


CUT EDGE FLAT BELTS AND BELTING 
Same uses as Kable Kord, where complete enclosed 
jacket is not desired. 


RH AND RHO BELTS 
For lathes, grinders and milling machinery. 


SPEEDAGE ENDLESS BELTS 
Woven belt for high speed work around 10,000 f.p.m 


ROUND BELTS AND BELTING 

For serpentine, crossed or light mule drives. 
BAND SAW BANDS 

Used in woodworking. 


SPINNER AND TWISTER BELTS 
Used in the textile field. 


PLANER BELTS 

For lumber, woodworking and allied fields. 
GAINER, CONE AND LICKERIN BELTS 
Specially designed for the textile industry. 
PRINTERS TAPE AND MIEHLE PRESS BELTS 


For printing press and paper converting equipment. 


COTTON DUCK AND ENROBER BELTS 
Conveyor type for bakeries, candy manufacturing 
plants, etc. 
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There's move to 
POWELL QUALITY | 


ng ve 
BUYER’S EYE! 








POWELL 
VALVES 


THE WM. POWELL COMPANY 
CINCINNATI, OHIO 
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Here’s a Big Gun” in Our Own 
Preparedness Campaign, Making 
Powell Valves Safe for Severest 
Temperature Services 


What will happen to a metal or alloy when 
subjected to intense temperature changes 
is a problem of primary importance when 
designing valves for extraordinary services. 
The degree of expansion or contraction 
which takes place under given conditions 
has everything to do with the valve’s op- 
eration, performance, and all-over economy. 


One of the many pieces of quality-injecting 
equipment “behind the scenes” at Powell 
is this intricate laboratory trouble-shooter, 
called the Dilatometer. With unfailing ac- 
curacy, it obtains critical points of metals 
where subjected to temperature and deter- 
mines coefficients of expansion . .. two 


factors of great importance to your cus- 
tomers and prospects in anticipating the 
true behavior of Powell Valves when even- 
tually put into service on their property. 


It's just one link in a long chain of unseen 
operations we are featuring in leading trade 
journals . . operations underlying the 
greater inherent quality of these preferred 
products. The Dilatometer is one of the 
reasons we can say so confidently 

“there’s more to Powell quality than meets 
the buyer’s eye”! Won't you bring it into 
play the next time your customers request 
the best valve performance money can buy? 


You need more than a Photograph of the Finished Product to see ali the Qual- 
ities that make Powell Valves . . . Easier to Sell. .. more Profitable to Represent 
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Here is salesman M. C. Pecsok (at table) 
of the Osborn Manufacturing Co., talking 
about brushes for the metal industries to a 
visitor at the National Metal Congress and 
Exposition recently held in Cleveland. 





Distributor Takes Big 
~ Space At Power Show 








One of the largest exhibit spaces at 
the Power Show held in Grand Cen- 


tral Palace, New York, December 2-7, 
was that leased by the Patron Trans- 
mission Co., 154 Grand St., New York 
City. This firm reserved six booths 
at the show to display the products of 


the manufacturers it represents, among 
which are the following: T. B. Wood’s 


Sons; Ahlberg Bearing; Ohio Gear; 

al Safety Belt Lacer; Cling-Surface; R. 
JS . H . & J. Dick; Toledo Timer; Equipment 
- ife is not all business. There Engineering; Chicago Die Casting; 


. ° ° Chain Belt; B. F. Goodrich; Central 
are other important considerations — is Cont and John Weblran Cort. 


those loyalties to family, country and self 
— the privileges and responsibilities of 


warm friendships. 


This is the season when we especially feel 
the thrill of those satisfying relationships 
built up through the years. So now we 





wish our distributors, their salesmen and 
all manufacturers of mill supplies a Merry 


Christmas and a Happy New Year. 


a There seems something a little rueful about 


the smile on the face of Sam Gibb, general 
sales manager, Yale & Towne, as he stands 
on a ship that is about to carry him away 
after a pleasant visit in Hawaii. With him 
is Maury Butler, Honolulu Iron Works Co., 
distributor for Yale & Towne on the island. é 
Sam has just returned after an extensive 


trip that covered all of the Pacific Coast 
Manufacturers of Barnes Hack Saw Blades and Band Saws | and Hawaii. 
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pranocrarnep CATALOGS 


“We are supporting 
the efforts of our 22 
outside salesmen 
with a 628 page cata- 
log.” 
]. H. Ruddell 
Vice-President 
CENTRAL RUBBER 
& SUPPLY CO. 


Indianapolis, Ind. 








Be sure your next mill supply catalog incorporates these modern 
features: 


® Tools made of High Speed Steel are PRICED IN RED. 


® Nationally advertised lines tie-in with the manufacturers adver- 
tising by the reproduction of their trademarks. 


® Action illustrations are used to demonstrate the use of new tools 
and products. 


® Marginal indexes make it easier for buyers to locate the dif- 
ferent departments. 










setcengach: Widtl:E 


Illustrating part of general index 
in front of book which is supple- 
mented by marginal 
throughout the catalog. 


indexes 





A Weinberg & McKee planographed catalog will do a maximum 
job of selling for you. 


For details, write today to: 











WEINBERG & MCREE, Inc. 


610 W. Van Buren St. Chicago, Illinois 
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Chicago P. A. Product Show 
Draws Enthusiastic Crowd 


Purchasing agents, plant. superin- 
tendents, foremen, executives and fac- 
tory personnel, 15,000 strong, con- 
verged on the Hotel Sherman, Chi- 
cago, on November 13-14, in search 
of new aids to production, new equip- 
ment and supplies. Representative in- 
dustrial distributors in Chicago were 
among the 103 exhibitors who partici- 
pated in making the twelfth annual 
products exposition, sponsored by the 
Purchasing Agents Association of 
Chicago, a success. 

An added attraction for exhibitors 
at the show is the annual awarding 
of booth prizes by the publication, 
The Chicago Purchaser. This year’s 
prize for most informative booth went 
to Link-Belt Co. with an honorable 
mention to Chicago Belting Co. Other 
prize winners were: most attractive 
booth, Scoville Mfg. Co.; and most 
original booth, Whiting Corp. 

Chicago industrial distributors who 
had booths at the show were: Bar- 
rett-Christie Co., Charles H. Besly & 
Co., Boyd-Wagner Co., Great Lakes 
Supply Corp., Samuel Harris & Co., 
O. Iber Co., B. R. Paulsen & Co., Jo- 
seph T. Ryerson & Son, Inc., and 


Sterling Products Co., Inc. 





The Clark boys, Wendell (left) and Sam, 


in full swing in the Samuel Harris & Co. 


display. 





Ed Slattery (left) and Don Gibbons, both 
of Independent Pneumatic Tool, lend a hand 
in the Great Lakes Supply Corp. exhibit. 
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Ed Welles (left) of Charles H. Besly & Co., 
in a huddle in the Besly booth with Carl 
Channon, Great Lakes Supply Corp. 
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YALE HAND CHAIN HOISTS 
BRING YOU GREATER 


Elmer Kluge (right) getting warmed up for 
the rush of visitors. With him are William 
Iber (left) and E. P. Tentinger. All three 
are with O. Iber Co. 


TO YALE DISTRIBUTORS AND SALESMEN: 


This is No. I7 in a series of Yale Hoist fact 
stories appearing in a large group of leading 
trade publications to help you sel/. Follow this 
series. Each ad is full of festified sales argu- 
ments. 


Nearly 75 years manufacturing experience, supe- 
rior construction and advanced engineering distin- 
guish Yale Hand Chain Hoists—bring you safe, 
efficient, speedy, economical operation. 


Look at these Yale Chain Hoist features: 


SAFETY TOP AND BOTTOM HOOKS. In cases of se- 
vere overload, these hooks open slowly, without fracture 
" " . . « give ample visual warning of danger. Positive pro- 
Ernest “Dutch” Foreman (left) and Earl tection for the operator, the load and the mechanism. 
Paulsen holding down the fort in the B. R. | FRICTION MINIMIZING STEEL LOAD CHAIN. 16 
Paulsen & Co. booth. separate operations guarantee the safety of this chain. 
| An exclusive secret plating process reduces frictional 
loss, makes the chain rust-resistant, means longer life and 

smoother operation. 


SELF-ACTUATING LOAD BRAKE is of the screw and 
disc type. Brake pressure increases in direct proportion 
to the load, Definite protection and safety to the oper- 
ator and the load. 


DETACHABLE SHACKLES. Drop - forged, two - piece ( 
shackles. Specially heat-treated suspension pin permits 
easy replacement of load hooks. Minimum lost time from | 
hook changes. 








These are just a few of the engineering improve- 
ments incorporated into Yale Spur-Geared Hand 
Chain Hoists. Ask your Yale distributor to tell you 
about the many other features that make Yale 
Hoists better, safer, faster—'"the buy of the mate- 
rials handling field." Or write to us for catalog. 





Cut open view illustrating the mechanical per 
fection of the Yale Ball Bearing Spur-Geare 
Chain Hoist. Every part is fitted with minut 


a exactness to bring about the perfect whole 
Capacities 300 Ibs. to 40 tons. PRECISION PLUS!! 





- 


Two visitors hang on the words of W. H. 


Wright as he demonstrates a tool in the THE YALE & TOWNE MFG. CO. 


Sterling Products Co. booth. PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S.A. 
IN CANADA: ST. CATHARINES, ONT. 


Makers of Yale Hand Chain Hoists, Electric Hoists, Electric 
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\QUR STOCK ON THESE ITEMS 
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IMPERIAL 
FITTINGS 


@ The Impe- 
rial set-up on 
fittings plus 
the practical 
sales aids en- 
able the sup- 
ply house to 
develop this business with minimum 
effort and to service customers’ or- 
ders with maximum profit. 

The Imperial line includes Hi-Duty, 
compression, S.A.E. flare, inverted 
flare and solder fittings to solve any 
connection problem in copper, Shel- 
by, aluminum, Bundy, Bundy Weld, 
Monel or steel tubing. 











TUBE WORKING TOOLS 
@ This Impe- 
rial tube cutter 
is widely used 
by service and repair men and for 
industrial work. The tube rests 
against two rolls, with vertical 
groove, making it possible to re- 
move flare, when desired. Brass 
forged body, chromium plated finish. 
Knurled handle. Complete with 
reamer. 

No. 174-F—For 3/16" to ¥%" O.D. 
tubing. eer $2.75 






















@ This Impe- 

rial flaring tool 

flares copper 
or brass tubing to make S.A.E. joints 
without cracking or splitting tubing. 
Perfect flares prevent leakage and 
can be made in less than thirty 
seconds. 
No. 93-F Flaring Tool, complete 
with bar and yoke. 
RASS ere, $3.00 








@ TheNo. 364-F 
Imperial Hand 
Tube Bender is 
a one piece, 
open side 
bender; can be used to make bends 
at end or any part of tubing. Espe- 
cially handy where tubing has been 
partially connected. Form is calibrat- 
ed to show degree positions so that 
duplicate bends may be made. 

Four sizes for 3/16", Vs", 5/16", 
%e", V2", Ye" and %" O.D. Tub- 
ing: List prices $2.95, $3.25, $3.50, 
$3.75, $5.25, $7.50 and $9.00. 
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— they will 
all add to your 
profits during the 
next few months 
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No. 1178 WELDING OUTFIT 


@ The new Imperial No. 1178 Outfit 
has the improved heavy duty type 
regulators. Improved torch balance 
—a new mixing principle with indi- 
vidual taper seating mixer for each 
tip. Designed for cooler operation 
. . . MO gas starving even on the 
largest jobs. 

Imperial No. 1178 Welding Outfit 
as shown above. List.....$57.00 


With Cutting Attachment added, 
No. 1178-C. List......... $77.00 
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No. 32 HI-DUTY 
SOLDERING AND 
BRAZING OUTFIT 
@ This is an 
all - purpose 
outfit. Fur- 
nished com- 
plete with 4 
different soldering tips and a solder- 
ing iron, all used inter-changeably 
on the torch handle. Excellent for 
use with solder fittings. Torch con- 
sumes acetylene only, the tips draw- 
ing oxygen from the atmosphere. 
No. 32 Hi-Duty Ourfit. List. .$8.95 
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IMPERIAL 
MOLYGATE 
@ Don’t pass 
up this new, 
revolutionary 
dispenser for 
lubricating oils 
and other vis- 
cous liquids. 
Flows faster, 
shuts off quicker without dripping, 
will not leak, can be locked and 
sealed. Directs flow straight down. 
No. 271-G ¥%4"1.P.T., List, ea..$1.10 
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IMPERIAL AIR NOZZ 


@ This air noz- 
zle has wide 
use in shops 
for blowing 
dirt and metal chips and for clean- 
ing machines and blowing out tubing 
lines. 

No. 42-A Air Nozzle. 

List each 
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IMPERIAL Sedustrial Products 
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Lewis Supply Has 
New Division 


A special division to handle Diesel 
power sales and service has been set 
up by the Lewis Supply Co., Mem- 








phis. The new building houses a mod- 
ernistic office, roomy display facilities 
and a shop, and is located at 443 S. 
Main Street, just across Butler Ave- 
nue from the main Lewis plant. J. W. 
Clements is manager of the new divi- 


sion. 


McJunkin Supply Tells 
Story In Booklet 


An attractive 16-page booklet has 
been issued by McJunkin Supply Co., 
Charleston, W. Va., telling in word 
and picture of the company’s growth 
from a modest start 19 years ago to 
its present position as one of the larg- 
est and most important organizations 
of its kind in West Virginia. 

The booklet is well illustrated, show- 
ing in detail the extensive McJunkin 
facilities, which include a complete 
machine shop, pipe fabricating and 
bending department, pipe threading 
service, repair department on steam 
pumps and gasoline engines, and ex- 
tensive stocks of pipe as well as other 
essential products for the use of indus- 
tries in the territory. Also shown are 
application pictures from several local 
industrials, picturing McJunkin prod- 
ucts at work on the job. 

On the last page, a chart lists the 
entire McJunkin personnel, giving 
names and titles of all men who play 
a part in rendering service to custom- 
ers, and listing telephones for night, 
Sunday and holiday calls. 


Blackhawk Plugs Job of 
Distributor In Defense 


Distributors of the Blackhawk Man- 
ufacturing Co., Milwaukee, are dis- 
tributing a four-page imprinted bul- 
letin, the first page of which is de- 
voted to a message pointing out the 
importance of the industrial distribu- 
tor in national defense. 

This message, signed in each case 
by an executive of the supply house, 
stresses particularly the particular 
service performed by the distributor 
in introducing time and labor saving 
equipment. 
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NEW LINES 
laken on by 
Distributors 


BusseR Suppty Co., Lewispurs, PA., 
ts now distributing Boston Varnish 
Co. paints and IVooster Co. brushes. 


J. W..Turt Metat & Suppry Co., 
ATLANTA, Ga., lias been appointed 
exclusive distributor in North Geor- 
gia for Estwing Mfg. Co. 


Biue Ripce Howe. & Suppty Co., 
3ASSETT, VA., is now handling the 
Jenkins valve line. 


PARRETT-CHRISTIE Co., Cuicaco, ILL., 
is distributing Whitney Metal Tool 
Co., brakes, etc. 


MAcHINE Toot & Suppry Co., Tutsa, 
OKLA., is distributing Bunting 
Bronze bars. 


KitreLpt Howe. & Macutnist’ Sup- 
pty Co., Kansas City, Mo., has 
been appointed distributor for Par- 
ker Vises. 


PrimBLe & Lutz Supprty Co., WHEEL- 
Inc, W. VA., ts distributing regts- 
ter shields manufactured by IV. F. 
Gammeter Co. 


Wink Suppty Co., DALLAs, lias re 
cently been appointed stocking dis- 


tributor for the full line of Coffing 


Hoist Corp., which includes ratchet 


hoists and parts, ratchet load bind- 
ers, electric hoists, spur geared 


hoists, etc. 


FRANK Tracy, INc., New York City, 
has taken on the Johnson Bronze 


bushings line. 


Corpes Suppty Co., MILWAUKEE, 


Wis., has been appointed distribu 


tor of the Valdura Industrial Paint 


ne of the American Varietta Co 


W. S. Wirtson Corr., New York 
City, has been appointed exclusive 
listributor in the boroughs of Man- 
hattan and Long Island, for the 
metal cutting products manufac- 


f tred by Victor Saw Works. 


Q. Iner Co., CHiIcaco, ts now stock- 


ing distributor for the Ashcroft 
id, 


Gauge Division of Manning, Max- 


well > Voore. 











Another Outstanding 


Victor Advancement 


Again VICTOR leads — with the new 
VICTOR Unbreakable Special Flexi- 
ble Hack Saw Blade. It is new in every 
way—new in looks, new in performance, 
new in steel, new in heat-treatment. Yet 
this outstanding blade sells at no ad- 
vance in price. 


PERFORMANCE 


The new VICTOR Unbreakable Special 
Flexible is guaranteed unbreakable in 
use in a frame. It offers unusual flexibil- 
ity with the toughness of an all-hard 
blade and no teeth strippage. 


METALLIC FINISH 


An all-over protective metallic black 
finish (patented) prevents rust and pro- 
vides immediate identification. Only the 
black blade with yellow marking is a 
VICTOR tungsten blade. 


COMPLETE SPECIFICATIONS 
PLAINLY MARKED 


The length, number of teeth, type, thick- 
ness, width and make are clearly printed 
in yellow on every blade. This helps in 
proper blade selection. 


EASIER TO SELL 


Consider the added sales features of this 
new VICTOR blade: unsurpassed flexi- 
bility, greater toughness, longer cutting, 
a protective finish and plainly marked. 
Here are real features to interest any 
buyer. 


VICTOR introduced the “Moly” blade 
with the all-over gold finish—then intro- 
duced the modern metal box—now it 
pioneers again with a new flexible blade 
in an all-over metallic finish. 


*PACKED IN MODERN METAL BOXES 


* Hand and Power, Tungsten and "Moly" 
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VICTOR SAW WORKS, 







Middletown, N. Y. 
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ROPE PROFITS 
STEP AHEAD 


WITH 


AMCO! 


EXTRAORDINARY rope which 
gives greater rope value but sells 
at usual rope prices will bring in 
more business and make new cus- 
tomers. Amco “All - Weather” 
Rope is that kind of rope... a 
real profit leader. Amco is the 
original 'rot and waterproofed 
rope. A special cordage solution, 
which contains no tar, graphite, 
or creosote, gives Amco excep- 
tional refistance to wear, heat and 
dampness. Amco is profitable. 
For all its superiority and longer 
life, it costs no more per foot, 
nor weighs no more per pound. 
You cam see why it never fails to 
bring new customers and holds 
the old:ones. Every dealer who 
has taken on AMCO ROPE has 
substantially increased his rope 
business, “Write us for complete 
details. , 


AMERICAN MANUFACTURING COMPANY 


Noble and West Streets, Brooklyn, N. Y. 
Western Factory 


ST. LOUIS CORDAGE MILLS 
St. Louis, Mo. 





ALL-WEATHER 


MANILA 


AMERICAN “SUPERIOR” MANILA ROPE 
TWINE © OAKUM ¢ PACKING 
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ROPE. 


BLACK & DECKER 
PORTABLE 


ELECTRIC 











An honorable mention was awarded to Cragin & Co. (Seattle) for having one of the most 
informative displays at the Purchasing Agents Association of Washington Annual Products 
Exhibit, which was held in Seattle on November 12. Over 600 of the Seattle area's indus- 
trial purchasing agents, distributors, salesmen and customers were present at the show. 





New Members for 
Quarter Century Club 


A total of 14 new members were 
welcomed into the Bond Quarter Cen- 
tury Club and the Christiana Machine 
Co. Quarter Century Club at an an- 
nual Meeting and Dinner held on 
Thursday evening, November 21, in 
the Washington Room of Philadel- 
phia’s Hotel Benjamin Franklin. 

rhe Bond group, composed of men 
and women who have been employed 
continuously for 25 or more years in 
either Charles Bond Company, Phila- 
delphia, Pa., or Bond Foundry & Ma- 
chine Company, Manheim, Pa., were 
hosts on this occasion to the group 
from Christiana, Pa., whose company 
is an affiliate of the two Bond com- 
panies. 

Including the newly added mem- 
bers, the total enrollment of the two 
clubs now exceeds fifty, all but a few 
of whom are still active. 

Those who have recently completed 
their twenty-five years of service, and 
the companies in which they are em- 
ployed are: 

Charles Bond Co.: William S. 
Hance and Lillie A. Hermann. 

Bond Foundry & Machine Co.: Da- 
vid D. Swarr, Alvin Shenenberger, 
J. B. Lewis, Noah T. Hollinger, Sam- 
uel F. Kissinger and Clayton K. Buch. 

Christiana Machine Co.: Paul Lor- 
rin Chalfant, Oscar Ibaugh, Herman 
A. Simmons, William H. Borland, 
William H. McMinn and William B. 


Donnellv 
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Cc. L. Allen, Chairman 
of Norton Co., Is Dead 


Charles L. Allen, chairman of the 
board of the Norton Co., Worcester, 
Mass, and its general manager for 48 
years until his retirement from that 
post in 1933, died at his home on Nov. 
4. Mr. Allen was 82. 

A pioneer in the abrasive industry, 
Mr. Allen formed his first tie with the 
company that was to become a leader 
in that field when, in 1881, he joined 
the F. B. Norton Co., which was then 
making pottery ware. There was de- 
vised the first grinding wheel. The 
Norton Emery Wheel Co. was organ- 
ized in 1885 and he was made its 
general manager, a position he held 
until his voluntary retirement in 1933. 

He became secretary and director 
of the company in 1892 and in July, 
1912, its treasurer, relinquishing the 
secretaryship. When the Norton Co., 
formerly Norton Emery Wheel Co., 
and the Norton Grinding Co. were 
merged in 1919, Mr. Allen was elected 
president and general manager. 


Globe Machinery Moves 


Globe Machinery & Supply Co., Des 
Moines, Iowa, has announced that it 
will occupy new quarters at East First 
and Court Avenue about January 1. 
All stocks will be under one _ roof. 
There will be an extra long loading 


dock and other factors to make it 
possible for Globe to render improved 
service. 
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Behind 


National. Magazine 
Advertising — 
Every month, for over 12 
years—the largest adver- 
tising campaign-in the 
light power tool field! 


Trade Paper Advertising — 
Covering every important field 
—for over 13 years with 4 page 

2 color spreads. 
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Publicity Articles and 
Photographs — 
Appearing regularly in 
scores of magazines. 


ee: ee 
5 

Direct 

Mail Campaigns — 

Reaching lists of 

selected prospects at 

frequent regular in- 
tervals. 


Newspaper 
Mats, Cuts, 
Special 
Insert 
Material — 
for use over 
the distribu- 


tor's name. 


@ Every phase of merchandising 


or advertising is utilized liberally to 2 


help Delta dealers sell more Delta Machines. 
National advertising, trade paper advertis- 
ing, direct mail, exhibits, travelling displays, 
house organs, window and store displays, 
selling manuals, talkie-slide films, publicity 
articles and photographs—plus the finest 
sales policy offered to distributors by any 
manufacturer. Take advantage of this power- 
ful Delta support—and concentrate on the 


profitable Delta line! 


the Most Complete 





Specialized Catalogs, 
Circulars and Sales 
Letters — 
supplied to all Delta 
distributors. 








Window and Store Display 
Assistance — 

to make inventory most produc- 
tive of sales. 
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House Organs and 
Instruction Books — 
to widen the market for 


Delta Tools. 
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Market Manuals, Visual 
Presentations — 
effective selling tools for 
the distributors’ sales- 
men. 


PLUS— 
the finest sales policy 
offered to distribu- 
tors by any manufac- 
turer. 






Advertising andSelling 


Campaign in the - 
amie Supply Fie 


r “y 
ages 


685 E. Vienna Ave., Milwaukee, Wis. 
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NORTH BROS. MFG. CO., PHILADELPHIA, U.S.A. 





“YANKEE” SPIRALS 


DO IT FASTER 


Designed to turn out faster work... 
speed up production and meet today’s 
increased demand. 

“Yankee” Spiral Screw Drivers are 
available with “‘quick-return” spring 
that automatically keeps bit in position 
while bringing handle back for next 
stroke. Also made without spring. All 
have right-hand, left-hand and rigid 
ratchet adjustments. 

Three sizes . . . measuring from 1234” 
to 28” with spindles extended. Each 
supplied with three bits of different 
widths. Exposed metal parts are chro- 
mium plated. 

SELL ‘YANKEE’ SPIRALS, VISES, DRILLS 


- AND SATISFY YOUR CUSTOMERS 
For ‘‘Yankee’’ Tool Book, write Department MS. 


“YANKEE TOOLS 


make better mechanics 
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December 18 will mark the golden wedding 
anniversary of Mr. & Mrs. George Clements 
at Glendale, Calif. Mr. Clements is pres- 
ident of the Clements Mfg. Co., Chicago. 





Changes at Blackmer Pump Co. 


N. J. Harkness, executive vice- 
president and general manager of the 
Blackmer Pump Co., Grand Rapids, 
Mich., announced a reorganization of 
their sales setup as a step in the com- 
pany’s plan to enlarge the field of 
activities. 

sruce P. Hetler, who has formerly 
held the title of general sales man- 
ager, has been made manager in 
charge of engineering sales and J. B. 
Trotman now becomes general sales 
manager in charge of sales distribu- 
tion and advertising. 

Mr. Trotman, a newcomer to the 
Blackmer organization, has had years 
of pump sales experience with Goulds 
Pumps, Inc., and lately as manager 
for the Roots-Connersville-Blower 
Corp., turbine pump division. He 
transferred to Blackmer when Roots- 
Connersville sold their small pump 
business to them. 


John Camm, president of the Camm Blades 
Machinery Co., indicates approval of U. C. 
"Tex" Rasmussen's (Johnson Bronze) method 
of answering the inquiries of a fair visitor 
to the Milwaukee P. A. Show. 
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TOOLS WHICH BRING REPEAT ORDERS... 





...tools made with 


NICKEL 


alloy steels 
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It’s great to recommend 
hand tools—and be absolutely sure your 
customers will stay satisfied. That’s the 
way it is with tools made from tough, 
uniformly tempered Nickel steels. Utica 
tools, for example. THE UTICA Drop 
Force & Toou Corp., Utica, N. Y., has 
long specified high strength Nickel- 
molybdenum steels for the complete line. 


THE INTERNATIONAL NICKEL COMPANY, INC. 






Heavier gage steels used in modern auto bodies create a market 
for stronger, tougher pick hammers, bumping hammers, dollies 
and spoons. Meeting these present day requirements, H. K. 
PORTER, INC., EVERETT, MASsS., uses Nickel-molybdenum steel 
for their improved body repair tools. Nickel alloy steels, such 
as SAE 4650 used by Porter, produce long-lived tools which 
resist deformation and breakage despite shop abuse. 





No need to tell you that 
power tools—even more 
than hand tools—must be 
fabricated from tough 
steels to withstand hard 
usage. This Ingersoll- 
Rand Impact Wrench 
utilizes the increased 
strength and wear resist- 
ance of Nickel alloy steels 
to withstand as many as 
1100 rotary impacts per 
minute. This husky power 
wrench, with stressed parts forged from Nickel-chro- 
mium-molybdenum steel, has proved itself six to eight 
times more efficient than hand wrenches. Ingersoll-Rand 
users know that Nickel alloy steels withstand abrasive 





wear, shock overloads and fatigue strains for years. 


WHAT WOULD YOl 


and power tools strengthened and toughened by 


like to know about hand 


Nickel steel parts? Your inquiry will be answered 


promptly if addressed to: 











67 WALL STREET 
NEW YORK, N. Y. 
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Catalog C is the 6th Donnelley-built catalog issued by Beals, 
McCarthy & Rogers of Buffalo, N.Y. It is a further exam ple 
of the part good catalo gs have in the operation o f a successful 


supply business. 


Don’t Miss The Bus Now 


Present and prospective industrial activity has prompted 
action by many distributors to take full advantage of this 
unusual opportunity. 


During recent months, more industrial supply distributors 
have ordered new Donnelley-built catalogs than in any cor- 
responding period for more than fifteen years. 

There is still time to gear your own catalog plans with the 
defense program. By taking action now, your new catalog 
can be at work for you about the time the bulk of defense 
orders is moving from the blueprint stage into actual pro- 
duction. 


Can you afford to postpone taking action? 


R. R. Donnelley & Sons Company 


350 EAST TWENTY-SECOND STREET, CHICAGO 





76 MILL SUPPLIES * DECEMBER, 1940 





E. B. Low (American Chain & Cable) is not 
laying down the law to A. C. Ziemann 
(Cordes Supply) but congratulating him on 
Cordes’ excellent showing at the Milwaukee 
P. A. Exhibit. John Tuohy (Manufacturers 
Brush) nods approval. 


Hamerly, of Independent 
Pneumatic Tool, Dies 


Frank B. Hamerly of Aurora, 
vice-president of the Independent 
Pneumatic Tool Co., Chicago, died 
November 27 of a heart attack while 
inspecting the company’s plant at Los 
Angeles, Cal. Mr. Hamerly was 53 
years old. He had lived in Aurora, 
where the company has a plant, for 
the last 28 vears. His home was at 
82 South 4th Street in the suburb. 








Grinding Wheel Fear 


(Continued from Page 27) 








mamomth wheels weighing several 
hundred pounds. Some of the 
shapes commonly referred to are: 
straight wheels, cups, saucers, dished 
one side, dished two sides, tapered 
wheels, segments, or cones. The 
larger the “grain” or size of abrasive 
particles (which may vary from 
pebbles to fine flour) the bigger the 
bites of metal a wheel can take. The 
finer the grain the smoother the fin- 
ish that can be put on the surface 
being ground. Thus, coarse wheels 
are used for “snagging” castings and 
fine grain wheels for precision grind- 
ing and finishing. 

The bond used to hold abrasives 
together may be either a vitrified 
hond (ground up clay) or an organic 
bond of phenolic resin such as bake- 
lite. Abrasive and bond are poured 
into a mixer and rotating paddles 
cover every particle of abrasive with 
bond. Mix is put into hydraulic 
presses, then baked. If a vitrified 
bond is used, the baking takes place 
in a gas, oil or coal fired kiln and 











y 
UM 





























12* ADVANTAGES 


+ Ruptures in outside ply eliminated 
+ Freedom from ply separation 
» Longer fastener life 


+ Can be operated on smaller pulleys 


ve & @ WwW 


« less bearing, shafting ond hanger 
troubles, 


6. For heavy loads, plies may be 
increased with same pulleys. 


7. Operation less affected by atmos 
pheric conditions. 


8. Higher overload capacity or margin 
of safety. 


9. Less wear on pulley side. 


10. Con be dressed without injury to 
belt 


11. High production efficiency. 


12. Material reduction in belting costs. 
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THE MANHATTAN RUBBER MFG. DIVISION 


12* Aids to 


Uninterrupted 


Production— 
Each One a Sales Builder 


ITH nearly all manufacturing linked to the 

Defense Program, the twelve* significant advan- 
tages of Condor Compensated Belt not only help to 
keep up production but will deliver a service value 
your customers will remember. 


Condor Compensated Belts have an overload 
capacity that translates itself into high production 
efficiency and long life—especially important when 
production schedules must be as nearly uninterrupted 
as good judgment and good buying can make them. 


You will do a good turn to your customers, to your- 
self and to national defense every time you sell them 
Condor Compensated Belt. 


‘ 


Compensated Belts Paper Mill Hose 
Conveyor Belts Sand Blast Hose 
Standard Belts Sand Suction Hose 
V-Belts Spray Hose 
Agricultural Belting Steam Hose 

Acid Hose Water Hose 

Air Hose Air Tubing 

Brewers Hose Dredge Sleeves 
Contractors Hose Chute Lining 
Creamery Hose Launder Lining 

Fire Hose Industrial Brake Lining 
Garden Hose and Brake Blocks 
Hydraulic Hose Molded Rubber 

Oi and Gasoline Goods 


Hose Textile Mill Specialties 
Packers Hose 


OTHER MANHATTAN PRODUCTS 


Suction Hose Belting of Every 
Oil Hose Description 
Other Grades of Hose 


Molded Hose for 


oe Every Service 
Matting 

Pump Valves 

Tubin 

Washers Abrasive Wheels 


Oilless Bearings Bowling Balls 


Sa. 
ARTE 23 OF RAYBESTOS-MANHATTAN, Inc. 
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**Cyclone”’ 
Lubricator 
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Independent 
Sight Feed 





Plural’ Four Feed Oiler 
(Available 2 to 12 feeds) 





Fig. 524 
Oil Gauge 


ESSEX 


Lubricating Devices 


Help industry 
to run at 
top speed 


Every shop you call on needs ESSEX 
Lubricating Devices. They need the 
economy and the satisfaction that all 
ESSEX Products give, especially now 
when top speed is so essential to meet 
the extra demands placed on all in- 


dustries. 


When you look over the various lines 
of power equipment—engines, pumps, 
compressors, turbines, machine tools, 
boilers, etc. the ESSEX brand will be 
found to predominate. This almost uni- 
versal acceptance reflects the confi- 
dence that equipment builders place in 


ESSEX. 


This confidence creates a profitable re- 
placement demand which ESSEX Job- 
bers are supplying satisfactorily be- 
cause the ESSEX line is complete to 
supply the right unit for the job, and 
we are ready to supply whatever you 


need—quickly! Help your customers 


and at the same time help yourself— 
Get more information today. 


ESSEX 
BRASS CORPORATION 


2000-2006 Franklin St. 
DETROIT MICHIGAN 


Michigan Sight Feed Lubricators 
General Water Gauges 
Essex Lubricating Devices 








Model 22-A Multiple Feed Oiler 
Made in any capacity and with any number of feeds 





Glass Body Hand Oil 
Pump 





Chain Lever Water 
Gauge 





Sprite’ Air Compressor 


Lubricator 





“Pilot'’ Glass Body Sight 
F Oil Cup 


eed Oil 





“Automatic” Spring 
Compression Grease 
Cup 
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the wheel remains in the kiln two 
weeks before it is vitrified and 
cooled. Organic bonded wheels are 
baked in electric ovens because 
phenolic resins melt at lower tem- 
peratures. 

After cooling, the wheels are 
trued up on lathes using steel or 
diamond cutters, according to type 
of wheel. Each wheel is then given 
a speed test to see that it is per- 
fectly constructed and won't fly 
apart and injure an operator. In 
all speed tests the grinding wheels 
are encased in steel and run at much 
higher speed than designated for 
their actual use. 

With this preliminary informa- 
tion tucked away somewhere in his 
skull, Brown sallies forth to make 
the first call in his territory. This 
first call is an eye-opener and too 
often is the main cause of many dis- 
tributors’ salesmen becoming gun- 
shy on grinding wheels. Let’s pick up 
grown on this first call and see what 
happens. He enters the purchasing 
agent’s office with a broad grin. 
Before the p.a. finishes asking, 
“What's new?”, Brown enthusiasti- 
cally starts in a sales talk on grind- 
ing wheels. 

“Mr. Jones, I’ve got just the 
thing you need. Received. some 
brand-new grinding wheels from the 
factory today. They’re neat looking 
and well constructed. Here, take a 
look at this literature. I know the 
foreman of your grinding room will 
want to know all about these wheels 
and probably will want to try out 
one right away.” 

“Sorry, Brown,” comes back the 
p.a., “But Mike Greavey, our grind- 
ing room foreman, requisitions and 
specifies all our grinding wheels. 
Mike's a pretty busy man and all 
the machines are tied up on a spe- 
cial order. Besides, we're getting 
our wheels from Z Company and, to 
date, I’ve heard no loud squawks. 

“You're new on this line aren't 
you, Brown? I like the way vou've 
serviced us on other lines so let 
me give you a friendly tip. Grinding 
wheels aren't sold to purchasing 
agents, like myself. Oh! sure, we 
sign the purchase orders but in re- 
ality they are sold to the men who 
use them, like our Mike Greavey, 
but you'll never get by the purchas- 
ing agent of any plant unless you 
talk performance records. Dig 
up a pedigree on one grinding wheel. 
ind out what other plants are using 


call 
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“Little Giant’? — the world’s 


A SCREW nat PROSPECT! 


There's another plant addition! Pretty soon it will be full of busy ell ace 
workers, but before that happens water and steam pipes must be 
installed, electrical conduits run, motors hung, conveyors erected, 
hoists or cranes put into operation—and dozens of other jobs done. 
Every one of these jobs means work for a screw plate. 


a 











So, whenever you see construction, go after an order for one or 
more “Little Giant” Screw Plates—the screw plates that are known “Little Giant, Jr.” — accurate 

oan: . ° ° and reliable for those with less 
and used everywhere—over a million in daily service. 


frequent needs. 


GREENFIELD TAP & DIE CORPORATION, Greenfield, Mass. 


Detroit Plant: 2102 West Fort St. Warehouses in New York, Chicago, Los Angeles 
and San Francisco. In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ont 


GREENFIEL 


TAPS - DIES - GAGES - TWIST DRILLS - REAMERS - SCREW PLATES - PIPE TOOLS 





O. K.”” Jr. — recommended for 
workers who prefer round dic 
screw plates. 
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WAREHOUSES 


BALTIMORE 
2- &2:-O & 
BUFFALO 
CHICAGO 
CINCINNATI 
CLEVELAND 
DETROIT 
E R | E 
MEMPHIS 
NEW YORK 
PHILADELPHIA 
PITTSBURGH 
$. t...4:9.8.3 % 
SAN FRANCISCO 




















... to fill your orders quickly, 
Continental has fourteen well 
stocked warehouses located 
within local telephone reach 
of 95% of the industrial and 
contracting markets of the 
United States. Some exclusive 


territories still available. 
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it for, what sort of a production rec- 
ord it is making. Present that type 
of information along with your 
grinding wheel to the next purchas- 
ing agent. 

“If your presentation sounds rea- 
sonable, and is backed by facts, it 
will get you down to see the grinding 
room foreman. You may be a mil- 
lion miles away from what this chap 
want's but you’ve got an attentive 
audience. Ask a few leading ques- 
tions as to size, type and perform- 
ance of wheels being used. Find out 
if any are giving trouble. Lend a 
sympathetic ear to this man’s prob- 
lem. Meanwhile, get all the infor- 
mation down as to what he’s grind- 
ing and the type of wheel being 
used. Leave him with the sugges- 
tion that you want to work on this 
problem and will be back with a 
trial wheel that will wipe away his 
headaches. From there on you 
paddle your own canoe. I don’t 
know the rest of the answers.” 

Brown was lucky. On the first 
call he learned a method of approach 
that might have cost him thirty or 
forty calls before he could put the 
pieces together. And while making 
these calls he naturally would have 
become more timid about broaching 
the subject of grinding wheels, tend 
to relegate it to secondary impor- 
tance, thus gradually fighting shy of 
the product altogether. 

So, Brown was lucky. What did 
he do next? He immediately be- 
gan the task of assembling a pedi- 
gree or production record on one 
type of grinding wheel. Recogniz- 
ing his inability to do this single- 
handed, Brown called on the manu- 
facturer’s representative for help in 
building up the record. Plants, 
both in town and in other sections 
of the country, were combed to fur- 
nish this data. While the compila- 
tion was underway, Brown contin- 
ued making his usual round of 
calls, picking up hints here and there 
in various plants on grinding opera- 
tions, but never once mentioning his 
product. 

When he had compiled a satisfac- 
tory and impressive pedigree, Brown 
made his second call with the prod- 
uct. This time he got down to see 
the grinding room foreman. No, he 
didn’t sign up an order, but the fore- 
man was impressed with his efforts 
to help and his fundamental knowl- 
edge of the product, and promised to 
give Brown a chance with a trial 
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Wickwire Spencer makes WICKWIRE ROPE 
in all constructions and sizes in WISSCOLAY 
PREFORMED as well as in Non-preformed. Both 
types are exactly the same high quality. Users of 
Non-preformed Wickwire Rope are loyal to it 
because they tried it and found it gave a lower 
per-unit-of-use cost than other Non-preformed 
ropes. But for most rope applications, a preformed 
rope will reduce use costs far more than the extra 
cost of preforming. In such cases a Wisscolay 
Preformed Rope, selected to meet the requirements 
of the job, is the most economical rope you can 
use. Ask the Wickwire Spencer representative for 
facts and figures. 


WICKWIRE SPENCER STEEL COMPANY 


General Offices: 500 Fifth Avenue, New York City; Sales Offices 


and Warehouses: Worcester, New York, Chicago, Buffalo, San 
Francisco, Los Angeles, Tulsa, Chattanooga, Houston, Abilene, 
Texas, Seattle. Export Sales Department: New York City 
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TRY THE SAME ROPE 


in WISSCOLAY PREFORMED 








Caty Te two 


- AND WHY. 
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holding or lining up the joint . . . The socket 


supports the pipe and provides for self- 
alignment. 


Y Deep sockets save time .. . eliminate the 


necessity of cutting pipe to exact length... 
ample come-and-go. 


oY Available in four classes — 2,000 C.W.P., 
3,000 C.W.P., 4,000 C.W.P., 6,000 C.W.P. 


—} 
——— \ 


and prices } 
e listed in 


Write for your copy now: 


s, dimensions 


ification 
Speci plete line oF 


on the com 
Bulletin A-3- 
THE WATSON-ST 


WATSON-STILLMAN 


OSELLE, N- J: 
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ILLMAN CO. ® 





Forged Steel Fittings 
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wheel, providing he could furnish 
one that would meet all specifica- 
tions. 

From that one trial wheel, which 
made the grade, Brown began build- 
ing up an acceptance for his prod- 
uct in the plant. More and more 
opportunities to introduce different 
types of wheels came his way. He 
grabbed at these chances, many of 
which he couldn't handle himself 
because they required specialized 
engineering knowledge. But each 
time he called on the manufacturer's 
representative for help, Brown made 
certain that he, too, was on the job 
and observed carefully the proce- 
dure. In time, other plants in his 
territory began turning problems 
over to him and he soon became 
identified as the man to call on for 
grinding wheels. 

This didn’t happen overnight but 
represented a long, hard pull. It 
meant working a month or two, or 
more, on a customer before even get- 
ting a chance to place a trial wheel. 
It meant long sessions with the 
manufacturer’s representative dis- 
cussing ways and means of breaking 
through some stiff customer-resis- 
tance ; exchanging notes with fellow 
salesmen on particularly effective 
applications in their territories and, 
above all, constant vigilance in serv- 
icing his customers. 

What completely sold Brown on 
the value of pushing this line wasn’t 
only the volume of nice repeat busi- 
ness he built up on grinding wheels, 
but that his other lines, instead of 
slumping off, began to mount in di- 
rect proportion to the sales of grind- 
ing wheels in each plant. In each 
case he had gained recognition with 
the grinding room foreman as a good 
man to know and, consequently, 
other business gravitated his way. 








Senior Servant to Industry 


(Continued from Page 29) 








who bore him thirteen children. 
Adamant on the point of refusing to 
bow, remove their hats or show 
other respect for persons no matter 
how exalted, the Quakers were vi- 
ciously persecuted but nevertheless 
eventually came to be highly re- 
garded for their methodical, meticu- 
lous way of doing business; pound 
for pound, a fair price for an honest 








00 KEYS profitable 


Bolt-and-Nut Business 


Mar. than 3500 different headed and threaded 
products are included in Bethlehem’s complete 
bolt and nut line. Dealers carrying this line find 
it both profitable and convenient in that prac- 
tically every type and size of fastening can be 
obtained from one dependable source. 


These products are 100 per cent Bethlehem: 


from start to finish. The steel is made in Bethle- 
hem mills. It is shipped to the bolt and nut plant 
in the form of billets or coiled rods, as required. 
Every rolling, cutting and metallurgical process 
is rigidly controlled. Every bolt and nut re- 


ceives the benefit of careful inspection in all 
stages of manufacture. The finished items are 
packed and stored in Bethlehem’s 18,000 ton 
bolt and nut warehouse awaiting final shipment. 


The skill and experience that go into the mak- 
ing of Bethlehem Bolts and Nuts are typical of 
the manufacture of all Bethlehem steel products. 
This company produces virtually every form 
and type of steel used today—furnishes mill 
supply dealers with steel sheets, steel pipe, wire 
rope, merchant bars, nails as well as bolts and 
nuts. 
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Model No. 500 


“UTILITY” 
MOTOR-IN-HEAD 
GRINDERS 


& equipped with health-protecting 


becomes a still greater factor 
in your plant's efficiency . . . 
conserving operator’s health 

- . Cutting production costs 


- » - helping you get jobs out 
quicker. 








THE DUST COLLECTOR 


is a self-contained, all metal unit for removing dust 
and abrasive particles from the air . . . adding 
to comfort of workmen and increasing efficiency of 
the machine. Harmful particles are drawn into 
filter cabinet and cleaned air is returned to room 
from top of filter cabinet. 








Ball bearing: totally enclosed motors: permanently 
lubricated; adjustable tool rests and wheel guards; 
lift-out water pot; instant start to full speed. 
NOTE: U. S. Dust Collectors can be used with any 
grinder or buffer with wheels up to 18” dia. 


Write for Catalog No. 56 





¢ Salability * Profit « 
¢ Policy « 


THIS 6-POINT CERTIFIED U. S. DISTRIBUTOR PLAN 
Guarantees ALL 3! 


1. Full Line 3. Economical Price 5. Good Profit 
2. Super-quality 4. Protection 6. Sales Aid 


A sound foundation for electrical tool sales and profit. 











THE UNITED STATES »“g=y* ELECTRICAL TOOL CO! 


? 
INCINNATIH, SS, 
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value, were the principles on which 
Joseph Congdon soundly built his 
business. 

That was the period of Rhode 
Island’s transition from agriculture 
to industry. The Revolutionary 
War was ended, attention was turn- 
ing to the profitable channels o/ 
trade and shipbuilding. Among the 
many enterprising establishme ts 
that suddenly began to appear, this 
pioneer merchant found a_ ready 
market for his iron, which was then 
most essential in any form of manu- 
facture. Anvils of blacksmit's 
served as the workbenches for fash- 
ioning countless articles that went 
into the hulls of ships, the frames 
and wheels of stagecoaches and 
other horse-drawn vehicles. Iron 
was in demand, too, for farm imple- 
ments, carpenter’s tools, for nails 
and bolts, firearms and other prod- 
ucts. Probably Joseph Congdon 
chose the most propitious period in 
the life of his state for founding his 
business, for the year 1790 was the 
landmark of the beginning of the in- 
dustrial era in New England. It 
was in that year that Samuel Slater 
started his pioneer cotton spinning 
mill in Pawtucket, and supplied 
water power to the manufacture, 
giving a new impulse to all indus- 
trial enterprises. A year later found 
several Providence mills turning out 
cotton goods, besides factories that 
were producing hats, boots, shoes, 
saddles, harness, edge tools, silver 
and plated ware, soap, candles and 
paper. 

Karly success caused Joseph 
Congdon to find larger quarters in 
the year 1793, where the business 
“stayed put” for the next 75 years. 
In those days five tons of iron was 
sufficient stock to meet demands of 
the trade. Later, purchases of ten 
tons were not uncommon and some 
of the consignments were landed 
directly in Providence from ships 
that came up the Bay from New 
York. Joseph’s seventh son, Jon- 
athan, joined with his father in 1795 
after gaining experience in a manu- 
facturing venture and, with his 
brother Isaac, conducting a dry 
goods store. Eventually the reins 
were taken up by Jonathan, who 
lived for 99 years and remained ac- 
tive in the business for more than 

alf a century. Jonathan’s gift for 
keeping the firm abreast of the 
changing times met its first  tesi 
when, just after the turn of the cen- 
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ATTRACTIVE RESALE PRICES 


“FOLEDO” NO. 101-102 ADJUSTABLE BOLT DIE STOCKS 


Increased demand and enlarged manufacturing 


facilities have enabled us to effect these attractive ‘TO Do” 

low prices on “TOLEDO” No. 101 4" to %” and No. ame 

102 42” to 1” Adjustable Bolt Die Stocks. A sound ~ ou TABLE BOLT DIE sTocK 

investment at these low prices. We eae ve, venerare al 
The outstanding feature is the easy, positive THe Tove Pm ane ns tC 

die adjustment. Oversize, standard or undersize € 00, TOLEDO, omg 


threads are easily obtained by turning knurled a ee é _ 
sizing ring until desired depth is reached. = 

Any combination will be furnished. Attractive 
] sales literature is available on request. Note the 
low prices below. _ 








NO. 101 WITH 1 SET DIES AND GUIDE, N.C. OR NF............... $3.20 
NO. 101 WITH ANY 5 OF THE FOLLOWING SIZES, 4", 5/16”, 3%”, 
7/16", Ye", 9/16" OR %” N.C. OR NF...............0.ceecceeeee 9.30 
NO. 102 WITH 1 SET DIES AND GUIDE, N.C. OR NF........ cesses QO re. aes oe 0 108 CAN DE FUREEEED SS A 
NO. 102 WITH ANY 5 OF THE FOLLOWING SIZES, 12”, 9/16”, %”, SMALL ATTRACTIVE PARTITIONED RED METAL 
6”, We” OR 1° WG. OR WE... .. occ cccccccccccccccccecccss. 11.20 BOX AS ILLUSTRATED. 
THE TOLEDO PIPE THREADING MACHINE Co. 
: TOLEDO, OHIO New York Office, 502 No. 2 RECTOR STREET BLDG. 
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National Defense 
Speeds Industrial 
Activity... 

... and Offers 
More Sales 
Opportunities 
for the Complete 











DESMOND HEX DRESSER 








DESMOND LINE OF 


DRESSERS, CUTTERS and 
IMPLEX sTEEL SLIDE 












DESMOND HUNTINGTON 
DRESSER 


DESMOND 
HEAVY DUTY 
DRESSER 






DESMOND 
HUNTINGTON 
CUTTERS 





VISES! 


@ With new plants and 
new additions being built 
now you will find a ready 
market for Simplex Steel 
Slide Vises. Buyers recognize the extra 
strength and service in these vises. 


Write now for literature and prices 
and get ready to supply your customers 
with these modern and stronger vises. 


Your customers grinding production 
depends on keeping their wheels fast 
cutting and accurate and with Desmond 
Dressers and Cutters you can supply 
them with the proper wheel truing tool 
for all of their wheels. 


Only Desmond makes a complete line 
of dressers and cutters and our large 
stock insures immediate shipment of 
your orders. 


Let us send you copy of our catalog 
and discount sheet on this widely. used 
and profitable line of wheel dressing 
equipment. 














The 











DESMOND-STEPHAN 


MANUFACTURING CO. 


DESMOND 
DIAMO-CARBO 
DRESSER 





URBANA, 


OHIO 
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tury, iron found itself seriously chal- 
lenged by copper. 

Just as under today’s conditions, 
defense needs spurred the United 
States government to share the risk 
of importing the necessary machin- 
ery for building a mill that could 
roll the sheet copper required to 
sheathe the hulls of the new Navy's 
frigates. In March, 1801, Paul Re- 
vere started to construct his factory 
on the same site where, 25 years be- 
fore, he had built another mill to 
make gunpowder for the Continental 
Army. A year later the frigate “Con- 
stitution” (“Old Ironsides”) was 
being resheathed in copper manufac- 
tured by Paul Revere. 

Jonathan’s elder Arnold 
and Welcome Congdon, came into 
the business in 1815, but three years 
earlier an unwanted war had briefly 
hindered normal trade. The war is- 
sue settled, everyone talked and en- 
joyed prosperity. The sound of fly- 
ing chips and rumbling drays spelled 
profitable business throughout the 
neighborhood in which Jonathan 
Congdon and his two sons weighed 
iron, figured prices and laboriously 
wrote out account statements in 
longhand. Ships keels were being 
laid by the score; sparks were flying 
from near-at-hand anvils; nimble 
fingers were cutting and _ stitching 
wide spreads of canvas in the upper 
lofts of the loaded store sheds. In- 
coming and outgoing stages were 
transporting capacity loads of pas- 
sengers and freight; local taverns 
were busy and gay; the wealthy 
were building palatial homes and 
workers were being well paid. In 
the midst of this exciting, happy era, 
disaster struck suddenly. 

For two long hours during the 
morning of September 23, 1815, 
Providence was battered by a hur- 
ricane the ferocity of which was not 
matched for another hundred and 
twenty-three years. Its chief indus- 
try, shipping, ruins. 
Wharves, cargoes, loading gear and 
ships’ stores were swept to oblivion. 
Nothing went unscathed, least of all 
the business of Jonathan Congdon & 
Sons, whose warehouse was in a 
location completely submerged dur- 
ing the disaster. But the firm did 
survive and reorganize its facilities 
in time to share in the rush of busi- 
ness that came to those who furn- 
nished the materials needed for re- 
construction. 

Ten years later the firm was in 
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WUNKER . 


GIVES YO 


ACTION! 


oe - answering the question raised by 


the belching chimneys of industry. 


To industrial rubber distributors looking at 
mills belching healthy puffs of smoke, and 
asking: “WHERE CAN I FIND ANOTHER 
DEPENDABLE SOURCE OF SUPPLY TO 
FILL THE ORDERS THOSE PLANTS WILL 
NEED?” . . 


- Quaker answers 


You can secure from this one source of sup- 
ply EVERYTHING modern industry needs in 
mechanical rubber goods . . . Belting, Hose, 


Packings, Moulded Products. 


Paced by keen, ahead-of-today executives, 
Quaker is satisfying the hunger of Industrial 


plants, Institutions, Factories, Transportation 


and Utility companies with expertly engi- 


neered rubber goods. 


Yes... we could have started our story by 
pounding the boards and shouting . . 
PROFITS! ... VOLUME!... 


rather say that Quaker is a good, dependable 


Instead we'd 


house that ships promptly any size, any ply 
from warehouses in Philadelphia, Chicago, 


Houston, San Francisco. 


More. Quaker insures you valuable territory 
protection. Why not get a letter off to Quaker 
Rubber today and ask for the complete facts 


on the franchise. 


QUAKER RUBBER CORPORATION 


Over 50 years consistent quality 


PHILADELPHIA - NEW YORK - CHICAGO - HOUSTON - SAN FRANCISCO 
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Sales Volume Means 






Just One Thing to VINCENT 


Any Distributor 


—MORE HUNTINGTON 


REVENUE ! Tp rou ed 


mma §=6GRINDING WHEEL 
NEW TYPE HARDENED STEEL DRESSERS 


BUSHINGS are a new design to AND 


eliminate turning and wearing out the 


bushing holes in the dresser. Pin re- 
volves freely in bushing and cutters 
revolve in pin, insuring constant 
changing of relativity of cutters to 
* 


each other which makes for better 
dressing and truing. 


The exclusive new features of the Vincent-Hunt- 
ington Grinding Wheel Dressers and Cutters 
are responsible in a large degree for the in- 
crease in sales volume which our Distributors 
enjoy. Customers save on maintenance and 
repair costs—long life and increased efficiency 
are assured. When you can show definite dol- 
lars and cents savings to any manufacturer you 
NON-BURRING CUTTERS all full pave the way to more business. You're missing 
sizes with 18 TEETH. Milled from high a fine opportunity if you don’t investigate and 
carbon tool sieel, scientifically heat et that added f 

treated by the “Vincent Process” to g at added revenue for yourself. 

a uniform hardness insuring long life. ons on . 

Vincent Cutters cannot burr or mesh If it's a Huntington Dresser 

even if washers are left out. or Cutter VINCENT makes it” 


THE VINCENT STEEL PROCESS CO. streorr. wicw: 
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Cap Screws, Bolts and Nuts 


If some customers say—"All bolts and 
nuts look alike to us,” it’s likely they 
haven't tested the economies of TRIPLEX 
Products. It’s worth money to any buyer 
—and profits to you—to know the relief 
from headaches over product differences 
and confusion in the shop, the reassur- 
ance of TRIPLEX quality maintained 
through controlled production. TRIPLEX 
standards call for accurate deep threads, 
clean-cut points, properly formed heads, 
careful heat-treating. Get set to supply 
TRIPLEX Products—write today for sam- 
ples and prices. 


THE TRIPLEX SCREW COMPANY 


5307 Grant Avenue Cleveland, Ohio 


Wy 


CAP AND SET SCREWS, BOLTS, NUTS AND RIVETS 


* Millions Sold + + + Used in Every Industry * 
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such position that Welcome Cong- 
don and his sons could take away 
the hardware line while Arnold 
Congdon continued with the indus- 
trial end, which then bore his name. 
Jonathan remained active with Arn- 
old until 1844, when he retired. 
Providence historians reserve an im- 
portant place for Jonathan who con- 
tributed in many ways to the build- 
ing of the community. A_ life-long 
Quaker, he attended his last meet- 
ing on his 95th birthday. He wore 
knee breeches through his life, prob 
ably being the last one who adhered 
to this style in the city. 

Gilbert Congdon, son of Jonathan 
and 23 years the junior of his 
brother, Arnold, joined the firm in 
1836 and assumed control upon 
Arnold’s death in 1847. Sometime 
during this period a youngster had 
been hired, so desperately in need 
of a job that, to save wear and tear 
on his one pair of shoes, he came to 
the shop barefoot, the shoes in his 
hand. From the first day of his ap- 
prenticeship this young man, Fran- 
cis W. Carpenter, made invaluable 
contributions to the growth of the 
business. He was popular with his 
associates and the trade and his in- 
dustriousness was rewarded, in 
1854, with a junior partnership. 

A quiet period, so conducive to 
the advancement of a business, was 
shattered with the outbreak of an- 
other war in 1861, and the firm was 
off again at a frenzied tempo. Now 
mortal conflict found vital need for 
the facilities of industry, and the 
factories of New England operated 
even beyond their believed capaci- 
ties. Textile mills answered the 
widespread demand for military 
clothing, and the makers of machin- 
ery and small tools found themselves 
holding staggering orders for rapid 
delivery. The Congdon firm had ex- 
panded its stocks before the out- 
break of hostilities, and when 
orders came pouring in for every- 
thing from round iron to spring 
steel, a supply was readily available. 
In that day cavalry occupied the po- 
sition of the mechanized forces of 
today. In the old records of the busi- 
ness horse shoes and horse shoe 
nails made their first appearance 
during the struggle between the 
states. Gilbert Congdon also sold 
anvils and other equipment for 
blacksmithing, as well as handling 
manufactured axles. 

The difficult era following the war 
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‘Endweldur; 


Brings You These 
Important Advantages 
in Sling Chain 


ENDWELDUR Sling Chains withstand the effects of 
elevated and sub-zero temperature, of moderate im- 
pact loadings and of bending and gouging. 

The welding of each link at the end instead of the 
side means that each entire link is normalized and that 
it hinges perfectly. The metal of the chain is freed of 
internal strains—and no unnatural strains are added 
when the links hinge on one another. 


ENDWELDUR has thoroughly proved itself in lab- 
oratory and field—and is ready to prove itself in your 
service. 


The American Chain line includes iron chains as 
well as steel and alloy chains. 


How ACCO’s Modern Engineering and 
Efficient Organization Help You 


American Chain engineers serve you in two important ways. They 
provide the best chains for countless purposes—and they work 
with you to put the most suitable chain equipment to work in the 
best way. They invite you to discuss your chain problems with them. 

Ample stocks of American chains, fittings and attachments are 
located at strategic points throughout the country to serve the dis- 
tributors from whom you buy. 







Send for this 
FREE Booklet 


It gives all the important facts about Endweldur 

Sling Chains. Consult us (with no obligation) on 
any chain problem. Address American Chain 
& Cable Company, Inc., York, Pa. 











J 
yy 
AMERICAN CHAIN & CABLE COMPANY, Inc. 
AMERICAN CHAIN DIVISION MANLEY MANUFACTURING READING-PRATT & CADY In Canada: 
AMERICAN CABLE DIVISION DIVISION IVISION DOMINION CHAIN COMPANY, LTD 
READING STEEL CASTING 
ANDREW C. CAMPBELL OWEN SILENT SPRING COMPANY, Salen tn Gaglend: 
FORD CHAIN BLOCK DIVISION PAGE STEEL AND WIRE WRIGHT MANUFACTURING BRITISH WIRE PRODUCTS, LTD. 
HAZARD WIRE ROPE DIVISION DIVISION DIVISION THE PARSONS CHAIN COMPANY, LTD. 
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NO SELLING problem 


























1. 


with these important safety tools 


Chicago Rawhide Hammers and Mallets sell and 
stay sold, because there is no tool made that will 
do a better job of striking hard blows on surfaces 
that must not be marred or damaged when being 
struck. Genuine Java Water Buffalo hide, treated 
and compressed into striking heads is unequalled 
for the purpose. 


Chicago Rawhide Mallets sell because they are 
a necessity in the foundry, in sheet metal, elec- 
trical and many other industries where speed 
and production with safety, even in unskilled 
hands is required. 


Chicago Rawhide Hammers have none of the 
faults of lead, rubber or wood. They are well 
balanced tools with indestructible malleable heads 
and replaceable Java Water Buffalo insert faces, 
are accurate, economical and definitely superior to 
similar tools which chip, split and ‘“‘mushroom.” 


Send for circular and learn about these better 
hammers and mallets which have such wide sales 
possibilities in an ever-increasing market. 


CHICAGO RAWHUdE MFG.CO. 


1290 ELSTON AVE-CHICAGO-U-S-A- 
















l. You avoid complaints—keep 
customers when you give top 
quality screws that stand up on 
the toughest jobs. Mac-it has 
made only that kind of screws 
for more than 25 years. 


2. You protect buyers, reap their 
satisfaction when your service is 
keyed to their needs. 


3. You get additional orders 
when you offer exclusive, stand- 
ard types of screws. Mac-it offers 
the only complete line of heat- 
treated alloy steel screws! 


few protected 


e A 
Abs territories avail- 
able. Write for 
| Lua information. 
PRONOUNCED 


MS-1 MACK.ITS 


THE STRONG, CARLISLE & HAMMOND COMPANY 





1392 West Third St., 


Cleveland- Ohio 
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taxed the business genius of both 
Gilbert Congdon and Francis Car- 
penter who, in 1865, had become a 
full partner, whereupon the firm 
name became that which is still in 
use today. Francis Carpenter’s 
career is probably typical of many 
others who have helped establish the 
tradition of rendering almost ageless 
service to business in New England. 
He was associated with the company 
perhaps 75 years, was an official for 
68 years and served as president 
from 1892 to 1922. 

Gilbert Congdon had watched en- 
thusiastically the construction of a 
new building on Canal Street, but 
soon after its completion he died. 
Shortly before, however, his son, 
Johns Hopkins Congdon, had joined 
the firm as junior partner. 

The gold panic of 1869 was 
weathered and from 1870 to 1883, 
while general business stagnated, the 
company expanded its territory by 
sending salesmen to all parts of Mas- 
sachusetts, Connecticut, Vermont, 
New Hampshire and Maine. An ad- 
dition to the warehouse was needed 
in 1883, and another in 1896. A 
branch was opened at Fall River. 
For a time there was another branch 
at Bridgeport, Conn. Similarly, there 
were great additions made to the 
variety of merchandise handled. The 
care and maintenance of horses, 
wagons and carriages, and all of the 
equipment and supplies that went 
with this method of transportation, 
was an industry itself. In the year 
1890, as New England representa- 
tive for the Rhode Island Perkins 
Horse Shoe Co., the firm distributed 


over 3,750 tons of horse shoes. 
Bicycle accessories also loomed 
large. 


War with Spain made little im- 
pression on the company’s progress. 
Jank panics and stringent times 
came and went, but by and large 
there was a procession of years dur- 
ing which Congdon and Carpenter 
salesmen were combing for business, 
riding uncomfortable New England 
trains, hiring horses and buggies to 
reach remote customers, piling up 
volume and profit for the firm. 

Perhaps business, in August, 
1914, was dawdling along at an un- 
satisfactory pace, but there were 
large stocks on hand, for which the 
demand soon became clamorous. In 
a year and a half every rod and bar 
of steel had been sold and executives 
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When your customers need 
Bronze Gate Valves 





SOME OF THE KENNEDY 
BRONZE GATE 
VALVE TYPES 


4 





Standard non- 
rising stem gate 
valve with flang- 
stem gate valve ed ends 


F' 


Standard gate 
valve with quick- 
operating lever 


d 


Standard rising 





200-Ib. non-ris- 200-Ib. oguite- 
ing stem gate screw -and- yoke 
valve gate valve 


i 





Hose gate valve 


300-Ib. non-ris- 
ing stem gate 
valve 




















see what Kennedy shows 
the new Kennedy Catalog 


In this 240-page, letter-size cloth-bound catalog you will 
find a full line of bronze valves in gate, globe, angle and 
check patterns, for pressures up to 300-Ib, steam, and in 


, all standard types and sizes. 


For example, the Kennedy Gate Valves are furnished 
in non-rising stem, rising stem, and outside screw-and- 
— types, and Kennedy globe and angle valves are 
— with bronze, renewable composition, regrinding, 
l-way and plug-type discs. 


The Kennedy line of valves also includes iron-body gate 
valves with wedge and double discs, globe and angle 
valves with bronze faced, all iron, or renewable composi- 
tion discs, and check valves—all for low, standard, |75-Ib. 
and 250-lb. steam pressures. 


When you handle the Kennedy line, you can therefore 
offer an exactly suitable type of bronze or iron valve for 
all standard requirements—also malleable iron and brass 
or bronze screwed pipe fittings, and cast iron flanged 
fittings and flanges. 


A copy of the new Kennedy catalog for your personal 
use will gladly be sent on request. 


The Kennedy Valve Mfg. Co., Elmira, N. Y. 


Warehouses in New York, Chicago and San Francisco 


KENNEDY 
évira Values in VALVES and PIPE FITT INGS 
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Proved 


as trouble-savers — 


BRAK 





SELF-LOCKING 
SET-SCREWS 
with the Knurled Points 


are being widely accepted 


Because of their unfailing ability to stay set regardless of vibration, 
"“Unbrako" Self-Lockers are daily becoming popular in an ever growing 
number of the country's leading industries. The freedom from acci- 
dents or breakdowns . . . the reduced maintenance costs these screws 
insure are good reasons for the rapidly expanding "Unbrako" market. 
This is a volume item .. . generally with large, steady repeat orders. 
It's today's sales opportunity—are you taking advantage of it? 








Write for 
Dealers' 


STANDARD PRESSED STEEL Co. 


JENHINTOWR, PERnA. BOX 519 
—— seencecs —— 


' 
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You'll Get In—with MORSE 


No doors are closed to the Distributor who 
is prepared to meet the modern demand 
for positive power transmission drives. By 
completing your — transmission line 
with MORSE Silent Chain and Roller 
Chain equipment, you can “hit on all six” 
in getting into the plants of ay vem who 
know the advantages of chain drives and 
therefore prefer them. 


By selling the Morse line you can in- 
crease your service effectively and profitably 
by insuring proper applications on specific 
jobs. 

Get the facts concerning the Morse Fran- 
chise — NOW! 


MORSE 


CHAIN COMPANY 
ITHACA...NEW YORK 
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INTERCHANGEABLE 
AND | 
CHANNEL LUBRICATED 
; we 


were using every artifice to obtain 
delivery of further orders from steel 
mills. Inventories of all other mate- 
rials likewise were cleaned out. En- 
try of the United States into the war 
made the situation even more exact- 
ing. By the time of the Armistice 
this company, like so many other in- 
dustrial distributors, had thorough- 
ly proved its value through exerting 
ingenuity in securing materials and 
exhibiting patience in working with 
manufacturers _harassed by war 
orders. ; 

Johns H. Congdon died in 1918 
and was succeeded as vice-president 
by his son, Gilbert Maurice Cong- 
don, who had long since entered the 
firm. Upon the death in 1922 of 
Francis Carpenter, after so many 
years of faithful service, Gilbert 
Maurice Congdon was elected presi- 
dent in 1923 and still held that office 
upon the occasion of the firm’s ob- 
serving its 150th anniversary. 

The changes that followed the war 
are familiar to other distributors. As 
horses disappeared from the streets 
of Providence, horse shoe nails, 
horse shoes, tire steel, wheels, hubs, 
spokes and all the other parapher- 
nalia disappeared from the ware- 
house stocks. Until the automobile 
manufacturers began to include 
standard equipment many of the 
accessories that had formerly been 
looked upon as extra equipment, 
there was a large automobile acces- 
sory department. 

Prosperity facilitated the  pur- 
chase, in 1929, of land at 405 Prom- 
enade Street and the construction of 
a building to contain all departments 
of the business in Providence. Com- 
plete stocks of steel bars, sheets, 
shapes and plates, and non-ferrous 
metals in pigs and sheets, industrial 
and contractors’ supplies were put 
under one roof. The warehouse, 
equipped with overhead electric 
cranes, heavy squaring shears, cir- 
cular saws, flame-cutting equipment, 
etc., has been described as one of the 
most complete and best equipped in 
the land. In 1937 the Fall River 
branch also moved into its own 
modern new building. Both of these 
structures were so soundly built that 
when the hurricane of 1938 struck, 
disastrous as it was, it was but an 
incident to Congdon & Carpenter. 

Upon the celebration of the 150th 
anniversary in 1940 a history of the 
company was published (upon 
which is based this article) and it is 
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ARMSTRONG | 


The more ARMSTRONG tools you carry, 
the more profitable your tool department 


Experience of Industrial Distributors 
again and again has proven that 
changing to ARMSTRONG lines in- 
creases tool department profits (case 
histories submitted if requested). 


This is logically so—for the 
ARMSTRONG name and the Arm- 
and-Hammer Trade Mark are uni- 
versally accepted as proof of highest 
quality. ARMSTRONG TOOL 
HOLDERS are used in over 96% of 
the machine shops and tool rooms— 
are the basis of standard shop 
practice. 


ARMSTRONG advertising has been 
not only widespread, but continuous, 
year after year. ARMSTRONG lines 
are complete, require no fill-ins. 
ARMSTRONG opprices are standard 
everywhere, and profit margins are suf- 
ficient and protected. ARMSTRONG 
TOOLS have the extra strength and 
uniform quality that result from 
modern manufacturing methods, But 
above all else, they are preferred for 
their "tool sense", that superiority of 
design that comes from a_ full 
knowledge of each tool's require- 
ments—the finer balance and handi- 
ness that makes work easier, faster 
and safer. Every ARMSTRONG 
TOOL is a better tool that does its 
work well, gives complete satisfaction 
and sells all other ARMSTRONG 
TOOLS. 




















It is not just “sales talk" but a 
proven rule, that if you want to in- 
crease earnings in your tool depart- 
ment, standardize on ARMSTRONG 
TOOLS—carry, display and push all 
ARMSTRONG lines.* 


eo 


* Pipe tools manufactured by The 
ARMSTRONG Bros. Tool Co., are 
sold under the brand name of 
“ARMSTRONG BROS." 


Write for Catalog 
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ARMSTRONG BROS TOOL CO. 
"The Tool Holder People” 
305 N. Francisco Ave., Chicago, U.S.A. 
f Eastern Warehouse & Sales: 
} 199 Lafayette St., New York 
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The Complete Line 


Only Armstrong-Bray can supply all of your belt 
—? needs—WIREGRIP BELT HOOKS, Lacers 

acing Machines; STEELGRIP FLEXIBLE BELT 
LACING, SUREGRIP HOOKS and FLEXGRIP 
COUPLINGS for round belting. 


WIREGRIP BELT HOOKS (6 sizes) come on pat- 
ented alignment cards that hold hooks rigidly in 
position, and. prevent handling losses and card 
end waste. Applied with a Wiregrip or any other 
standard make lacing machine. 


STEELGRIP BELT LACING (8 sizes) in standard 
boxes, handy packages or long lengths for wide 
conveyor belts. 2-piece hinged rocker pins take 
up wear and increase flexibility. Applied with 
hammer, penetrates toughest belting with ease 
and clinches into a smooth “humpless" joint. 


WIREGRIP Belt Lacing Machines, Standard Bench 
Type illustrated (parts interchangeable with other 
standard makes), and improved Portable Vise 
Lacer, that has feet to hold it upright while 
loading. These machines take all makes of wire 
belt hooks. 


CHAINGRIP WHEEL PULLERS (3-ton or 1|2-ton) 
Pull all gears, wheels, motor wheels and motor 


pulleys regardiess of distance from end of shaft. 
The ‘Universal’ puller. 


Write for 
Catalog 



























o EMLEY friction clutches are made 

in both open and enclosed types 
with sleeves on which pulleys, gears, 
V-belt sheaves or sprockets can be 
mounted. They are also made in a 
complete range of sizes attached to 


pulleys. 


In addition to the above, they are 
made to function as clutch couplings 
where it is necessary to couple two 
shafts together. The various types can 
be furnished with plain bores or 
with bronze bushed or anti-friction 


bearings.” 


W. A. JONES FOUNDRY & MACHINE CO. 
4411 Roosevelt Road, Chicago, Illinois 
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ARMSTRONG-BRAY & CO. 


“The Belt Lacing People’’ 
310 N. Loomis Street 
Chicago, U. S. A. 
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appropriate to quote from it. 

“To the present management of 
the company the continually length- 
ening list of employees who have 
been with it for a long term of years 
is one of the most satisfying evi- 
dences that it has of the faithfulness 
of those who have made this com- 
pany what it is. The interest and 
loyalty of these employees of the 
present day and the past is well ex- 
pressed by the words cast in the 
bronze tablet presented to the com- 
pany by the employees at the time 
when the new Providence warehouse 
was dedicated in 1930:” 











1790 — 1930 


This tablet is presented to 
THe Concpon & CARPENTER 
CoMPANY 
by their loyal employees to 
mark the occasion of the open- 
ing of this warehouse and the 
140th anniversary of _ the 
founding of the company. 
August 14, 1930 























When the Abbé Siéyes was asked, 
“What did you do during the 
French Revolution?” he responded: 

“T lived!” 

In a period marked by rebellions, 
foreign wars, beheadings and mas- 
sacres, the preservation of one’s own 
life was an achievement beyond the 
expectations of one active in the 
life of his time. 

During the last 150 years in this 
country many a business enterprise 
has been born, has lived, and has 
died. That Congdon & Carpenter 
has lived through that century and a 
half, has grown from the little. iron 
business of old Joseph Congdon to 
the bustling enterprise it is today 
makes it both an achievement and a 
tribute to the sturdiness of old 
Joseph’s long strain and the sound- 
ness of the principles on which he 
founded his firm and passed along to 
those who followed. 








Defense Keynote of 
Mid-Year Meetings 


(Continued from Page 19) 








losses. In addition, it was urged that 
extensive missionary work be done 
among purchasing agents to acquaint 
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‘| Merry Christmas! 


x- | Be merry this Christmas, gentlemen, as never before. For in a war torn world 
we are lucky that America retains the right to celebrate Christmas this year in 
=i the traditional spirit of merriment and good fellowship. Whereas Christmas 
in many lands will be hollow nigckery, Americans know that “Merry Christ- 


= mas” can happen here. 





Rae 


We, the American Saw & Mig. Co. extend to you, our customers and pros- 
pects, Merry Christmas plus our Sincere Thanks and Appreciation for the many 














; 
| F Courtesies shown us. 
J Our message for 1941 is — LENOX HACKSAWS and BAND SAWS will con- 
1, 7 tinue on a cut for cut, blade for blade basis to more than hold their own. They 
: will be sold only through Distributors with full protection for Stocking Distrib- 
utors and full cooperation from us. 
‘ FE 
- F 
: a THE AMERICAN SAW & MFG. CO. 
e SPRINGFIELD, MASS. 





| ‘The Blade in the Plaid Box” 
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VALLEY GRINDERS 


% Low upkeep cost 
% Economical, efficient performance 
% Complete satisfaction in service 


More than 20 years of painstaking research and manufacture have produced Valley 
Grinders, which are now accepted for their quality, accuracy, and performance through- 
out the world. Most large industrials know from experience what to expect from Valley 
Grinders and satisfied customers are your best assurance of profitable repeat business. 
Valley Grinders are powered by the famous Valley Ball Bearing Motors and protected 


val 


by the Valley Guarantee. Specifications include heavy shafts, over- 
size ball bearings, wide wheels, and adjustable tool rests. Sizes 
from 14 h. p. Bench to 5 h. p. Pedestal models. 


Valley Electric Corp. 


4221 FOREST PARK BLVD. @ ST. LOUIS, MO. 






















Reg.U.S.Pat.Office 


LOCKING 
NUT 


STANDARD PRESSED STEEL CO. 
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them with the expenses involved in 
putting through excessive numbers 
of purchase orders, and the benefits 
to be derived through grouping 
orders. 

Morning meetings at Chicago led 
off with a gathering of the four state 
groups. Later, all convened to hear 
from George Howell, counsel for the 
Chicago Mill Supply Association, 
who described the development and 
trends in state and Federal regu- 
latory and tax laws. The confusions 
of interstate trade barriers, legal 
phases of legislation covering insur- 
ance, trade unions, employment, use 
of home state products, trucking 
laws and regulations, sales taxes, 
etc., were taken up in their turn by 
Mr. Howell. 

Departing from previous proce- 
dure of having someone in the indus- 
try as speaker at the annual banquet, 
nationally-known Col. Willard T. 
Chevalier, of the McGraw-Hill Pub- 
lishing Co., and publisher of “Busi- 
ness Week,” occupied the featured 
position and delivered a masterful 
analysis of the defense program’s 
effect on the American economy. 

“For years,” he declared, “we 
have talked of the need for a new 
industry ... and now we've got it— 
the arms industry. How great is it? 
Well, before next summer the gov- 
ernment is going to spend five bil- 
lions of dollars. Consider that we 
have 7,200,000 families with an in- 
come of $2,000 or over . . . and that 
this five billions is enough to provide 
another two-and-one-half millions 
with an income of $2,000. Never yet 
has our great automobile industry 
grossed five billions dollars in a 
year, and it took nearly 20 years for 
it to approach even near that figure. 
Yet this arms industry will build to 
that figure in less than a year, and 
in the future may even double it. 

“Under normal conditions such 
an avalanche of money might lead 
to the greatest inflation in our his- 
tory. But we have six to nine mil- 
lions of persons unemployed, and a 
great part of our industry has been 
idle. These factors will serve as a 
cushion for the impact of the arma- 
ment program's billions, and taxes 
will siphon off some of this addi- 
tional buying power.” 

With the theories of some who be- 
lieve we must follow the German 
program of giving up butter in order 
to make guns, Col. Chevalier took 
issue. “We must avoid hysteria,” he 
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said. ‘“‘We must give up some things 
in order to provide relief for the 
bottleneck industries. But we must 
limit the sacrifices to those things 
which we know will make a definite 
contribution to the program itself. 
Remember that a tremendous pro- 
portion of Americans earn their liv- 
ing by producing ‘goods of choice.’ 
The American economy depends on 
‘goods of choice’.”. The American 
workers, he declared, are being called 
on to make considerably increased 
effort. Not only are they entitled to 
retain their power-to-buy, but the 
economy of the nation must see 
unhampered purchasing of such op- 
tional goods as radios, refrigerators, 
furniture, etc., else depression may 
strike in the midst of our defense 
effort—a development that would 
seriously cripple attempts to finance 
that effort. 

“The greatest mistake we can 
make at a time like this,” said Col. 
Chevalier, “would be to try to see 
too far ahead. Go as far as you can 
go... and then see how far you 
can go. If we all do our jobs now to 
the best of our individual abilities, 
we will be better equipped to cope 
with whatever may 
future.” 

Officers for 1941 as announced 
at the Central States banquet were: 

Re-elected president, EE. K. 
Welles, Charles H. Besley & Co., 
Chicago; vice-president, Erwin G. 
Vonnegut, Vonnegut Hardware Co., 
Indianapolis; re-elected secretary, 
Walter C. Huchthausen, The Huch- 
thausen Co., Manitowoc, Wis.; 
treasurer, T. S. McShane, American 
Machinery & Supply Co., Omaha, 
Neb. 


come in the 


PHILADELPHIA 


Detailed information about the 
workings of the defense program 
and the part to be played by the dis- 
tributor was given at the National 
Association’s regional meeting held 
at the Penn Athletic Club in Phila- 
delphia, Nov. 15. Chief speaker was 
Mason Britton, vice-president of the 
McGraw-Hill Co., on leave of ab- 
sense to serve with the Machine 
Tool Division of the Advisory Com- 
mission to the Council of National 
Defense. 

“Remember,” said Mr. Britton, 
“we are trying to do in two years 
what Germany accomplished in 










BUILT IN THREE SIZES: 
No. — 8" diameter 
round or 8"' x 16°° fiat. 

No. 5 — 5" 





Also the No. 9 Upright Saw. 


WELLS METAL CUTTING BAND SAWS 


‘ W «lls Saws are fast—they cut actual sawing time greatly. They’re 
, accurate—no time waste “doctoring up” poorly cut pieces—no 
time lost in fabrication. They’re portable—put them near the work 
—don’t waste time carrying the work to the saw. They’re easy on 
blades—little time lost in replacement. They’re rugged—mainte- 
nance time is negligible. 
These time-saving Wells features are selling Wells Saws today. 
Will you let them bring you extra profits? Arrange now to handle this 
line. Write today. 


Three Rivers WELLS MFG. CORP. Michigan 














HEADQUARTERS , 
for lelt Fastening = 


@ Men who lace belts like Alligator because 
it can be put on with a hammer and it drives 
straight. Its compression grip protects the 
belt ends and there is no ply separation. It 
embeds in the belt and is smooth on both 
faces. The two piece rocker hinge pin oo 
increases the service life, and yet the belt 
fastening can easily be separated at any time, 


EAR in and year out mill supply 

houses have made money out 
of Alligator Steel Belt Lacing and 
Flexco HD Belt Fasteners and Rip 
Plates—made money because Alli- 
gator and Flexco are used every- 
where belts are used—made money 
because a small stock will show a 
remarkably good turnover. 


Why not go after some additional 
business on both Alligator Steel Belt 
Lacing and Flexco HD Belt Fasteners 
and Rip Plates? You may be sur- 
prised to find how many dollars you 
can add to your profits by checking 
up on the requirements of printing 
plants, laundries, repair shops, plan- 

a tight butt joint with long life. The recessed 


ing mills, dairies, sand and gravel tae tog ay Aye — 
ates em an re 
plants, and every type of industrial separation. Patching and other Seales with 


outfit in your section. rip plates save expensive conveyor belt re- 
acements and extended shutdowns. 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street, Chicago, Illinois 
ALLIGATOR Steet Belt Lacing for transmission belts 








@ Men who have charge of conveyor belt 


maintenance like Flexco HD Belt 


asteners 
and Ri 


Plates because the fasteners make 

















For conveyor belts FLEXCO © a6 ® Fasteners and. Rip Plates 
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CAPITAL "RED CAP" 





‘we 


BRUSHES AND BROOMS 


help your customers to whip 
tough sweeping jobs + + = ° 


You can go after business from all classes of in- 
dustrial activity with CAPITAL "RED CAPS." We 
offer a wide range of industrial brushes and 
brooms to adequately meet industrial requirement. 
You can be sure that your customer gets the 
most for his money in service—the best in good 
quality. 


Acceptance and approval continue to grow for 
CAPITAL “RED CAPS." They have been tried 
under a wide variety of conditions and have al- 
ways lived up to expectations. We guarantee our 
products—give our distributors territorial protec- 
tion—sales help, and a good margin of profit. 
Look over our complete catalog—we'll gladly send 
it to you. 


yee op oe INDIANAPOLIS 
Brush & Broom Mfg. Co. 
Established 1890 


COR..BRUSH & BROOM STREETS 
FLOOR BRUSH INDIANAPOLIS, INDIANA 




























































Stationary Jaw and 
Swivel Base 








ORGA 


SEMI-STEEL 


VISES 


THE EXTRA VALUE LINE e eee 


MORGAN is the right line of vises for the distributor who really 
wants to help his customers—who wants to sell them genuine shop insur- 
ance. All parts of MORGAN Semi-Steel Vises are interchangeable—they 
have dependable strength and rigidity—the original accuracy and pre- 
cision remain after years of constant hard usage. Let us explain our 
policy to you—let us help you increase your earnings. 















MORGAN VISE CO. 12% serreasow st. CHICAGO, ILL. 
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seven. We are much better off today 
than we were yesterday or the day 
before. But the truth is we are far 
from ready to meet a major foe on 
land. 

“By March of 1942 we will have 
an Army fit to meet any challenge, 
and a flow of material that need 
stop only when we give the word. 
Time is our immediate enemy. 

“The place of the distributor in 
the industrial world is not known 
to the Army and Navy—not as it 
should be. By intensifying your serv- 
ice, by adopting to a greater degree 
than ever before your customers’ 
problems as your own, you can do 
much in the months to come toward 
aiding this country and further 
establishing your claim to partner- 
ship with industry.” 

Answering questions from the 
floor, Mr. Britton declared it was 
the policy of the Defense Commis- 
sion to avoid legal imposition of 
priorities until absolutely necessary. 
He sympathized with distributors 
who found deliveries delayed from 
manufacturers who had to put aside 
orders already on hand and work 
on priority business, but asked for 
forbearance with a situation that 
is unavoidable. 

Following Mr. Britton’s talk at 
the dinner meeting, viewpoints of 
both manufacturers and distributors 
were expressed. On the manufac- 
turer’s side, L. M. Knouse, general 
manager, Stanley Electric Tool 
Division, The Stanley Works; S. 
Horace Disston, president of Henry 
Disston & Sons, and R. S. Rauch, 
president of North Bros., all called 
for the exercise of keen judgment 
in purchasing operations of dis- 
tributing outlets. 

Distributors who tackled the sub- 
ject were Hes Kuhn, Hardware & 
Supply, Akron; Charles Curtis, 
Western Iron Stores, Milwaukee, 
and Charles Allinger, Chas. A. Strel- 
inger Co., Detroit. Purchasing was 
their major concern, too, and in 
addition their problems with deliver- 
ies received attention. 

At the afternoon session Dan 
Northup and Percy Ridings (Syra- 
cuse Supply) respectively heads of 
the American and National Asso- 
ciation relation committees, reported 
on the work of those groups. Atten- 
tion of the manufacturers’ committee 
is being given, said Mr. Northup, to 
the creation of a formula for dis- 
tributors to follow so that they may 
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EXCLUSIVE 


ADVANTAGES 


That Mean Increased 
Earnings for YOU! 





“DIX-LOCK™ 


QUICK-ACTING 


AIR HOSE COUPLING 


With Renewable 
Sleeve and Spring 


Because the “DIX-LOCK” leads the field in 
providing efficient, economical air hose 
service, you'll find a ready market for this 
newest DIXON product. It is not only quick- 
acting, requiring just a push and quarter-turn 
to connect it, but, once the connection is made, 
the coupling can’t come apart until the sleev2 
is pulled back and the coupling unlocked by 
another quarter-turn. 


The most important point about it, however, 
is the patented renewable sleeve and spring. 
Alihough the “DIX-LOCK” is designed and 
built to withstand the hardest kind of wear 
and abuse, should sleeve or spring become 
damaged, they can be quickly, easily removed 
and replaced, on the job, without detaching 
coupling from hose. Only a couple of minutes 
are required to put the coupling and hose in 
service again. 

Sleeve is exira heavy, for greater strength 
and durability. Two knurled sections insure a 
tight grip for the pull against the spring 
tension. 


“DIX-LOCK” Couplings are available in brass 
or cadmium plated steel, in a full range of 
szes and in all end combinations. They are 
completely interchangeable themselves, and 
with fittings of similar type. Every salesman 
will find them a valuable addition to the 
“DIXON LINE”. 


Sold Only in Strict Accordance With 
Our Established Distributor Policy 


DIXON 


VALVE & COUPLING CO. 


Main Office and Factory: Philadelphia, Pa. 


Branches: Chicago « Birmingham « Los Angeles « Houston 








present their problems in a way that 
will win sympathetic reception and 
bring action. Thus far the distribu- 
tors’ group has done its most impor- 
tant work fighting to preserve the 
two per cent cash discount. 


MEETINGS SOUTH 


Eleven distributors from the area 
around Memphis turned out for a 
one-day gathering at the Peabody 
Hotel in that city on Nov. 20. Alvin 
M. Smith (Smith-Courtney Co., 
Richmond) secretary of the South- 
ern Association, called the closed 
morning meeting to order, then 
yielded the chair to Jim Bates 
(Moore - Handley, sirmingham ) 
president of the association, who 
welcomed the visitors and delegated 
the chairmanship to Phil Pidgeon 
(Pidgeon-Thomas Iron Co., Mem- 
phis). Current local situations com- 
prised the business of the first ses- 
sion, after which distributors joined 
with manufacturers for an informal 
lunch. 

At the joint meeting in the after- 
noon H. K. “Tony” Clark (Norton 
Co.) president of the American 
Association, talked informally and 
made a strong plea that the South 
reconsider its rejection of the plan 
for a four-day convention in Chicago 
next May. After a discussion, dis- 
tributors present passed a resolution 
that the executive committee of the 
association be urged to re-canvass 
the membership on the subject. Dan 
W. Northup added considerably to 
the plan which he had outlined at 
last year’s southern meetings for re 
ducing losses on small orders. 

The Atlanta meeting was better 
attended, drawing distributors from 
the entire southeastern area. About 
twenty distributors were present, as 
well as a considerable number of 
manufacturers and representatives. 
Again Mr. Clark and Mr. Northup 
were heard. In addition, there was 
lively discussion of such subjects as 
government regulations, margins 
and the maintenance of resale poli- 
cies. 

Distributors present at Memphis 
were: Richard Alcott (Reichman- 
Crosby, Memphis); J. Ik. Dilworth 


and E. C. Blackstone (J. EE. Dil- 
worth Co., Memphis); Phil and 
Frank Pidgeon (Pidgeon-Thomas 
Iron Co., Memphis); T. Walker 


Lewis (Lewis Supply, Memphis) ; 


7. i. ( Moore-Handley 


Jates 
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CITY 


Attention! Salute! Army regula- 
tions, you know. No need to tell 
you what activity goes on in the 
Aviation Industry. Everybody's 
going ahead at full speed —pro- 
ducing bigger and better planes 
than ever before. 


To meet the most exacting needs 
of this major industry, the Indus- 
trial Tape Corporation produces 
fine adhesive tapes for masking 
purposes, painting, striping, sten- 
ciling designs, general all around 
protection of parts, surfaces, in 
shipping andocean transportation. 


Aviation plants are using a lot of 


tape these days and there’s no 
reason why you dealers can’t 
make new, bigger customers and 
more profits with this excep- 
tional line of adhesive tapes. So, 
spread your wings men, and let's 
fly up to higher volume. 


sat OE, gs: 


SEND COUPON 


Gentlemen: 


Please forward at once, in- 
formation on industrial adhesive 
tapes. No obligation, of course. 


NAME ceed 
i ee 


STATE. 








INDUSTRIAL 
TAPE 


NEW BRUNSWICK, N. J. 


CORPORATION 





99 








‘YN 


QUALITY 
PRODUCTS! 


... THE LINE YOU 

CAN SELL EVEN 

THE "TOUGHEST" 
CUSTOMERS! 


@ Buyers who require maximum 
service from their products are the 
hardest to please sell them 
U-W, for these Quality Products 
come through for even these 
“toughest” customers. U-W _ prod- 
ucts are constructed so that they 
stand the hardest abuse. They wear, 
and give valuable service, under 
the most trying conditions. This 
fact, means much to you in terms 
of sales and profits. For, aside 
from knowing that U-W sales will 
“fill the bill” for your mine run of 
buyers, you also know that U-W 
quality products will stand up for 
your “toughest” customers. Write 
us for details on our price and 
product list .. . also for the U-W 
100% Cooperative Distributor 
Policy. 











LAY-RITE PREFORMED WIRE ROPE 


. recommended for heavy-duty 








service No internal stresses and 
strains Inspected and tested for 
strength, bends, tension, etc. 
U-W MANILA ROPE AND CORDAGE 
. covers every field of use. All 


woven to strictest U-W qualifications, 
which exceed those of U. S. Govern- 
ment Strength requirements. 








U-W WIRE ROPE BLOCKS 


‘ can be supplied in regular, 
Extra Heavy or Special types. With 
loose hooks, stiff swivel hooks, regu- 
lar shackle or lashing shackle types. 
A type for every hoisting problem. 








U-W CLEVELAND WIRE ROPE SNATCH BLOCKS 


aa Rugeedly designed to give 
long and efficient service. Drop Link 
or Self Locking types. Steel or Malle- 








able Iron Shell—Regular and Extra 
Heavy Patterns 

U-W STEEL PRODUCTS 
A complete line of quality turn- 


buckles, wire rope clips, connecting 








links, etc., for use with chain, ma- 
nila, and wire rope. 
Write for our New Catalog 40, Giving Neu 


Prices and Discounts on Every U-W Product. 





1168 WEST 
Established 


ITH ST., CLEVELAND, OHIO 
1871 


| 








Co., Birmingham); R. D. Van 
Dyke, Jr. (Industrial Supplies, 


Memphis); Denny Hayes (Hayes 
Supply, Memphis) ; J. C. Jones, Jr. 
(Corinth Machinery Co., Corinth, 
Miss,) ; D. A. MeCutcheon (South- 
ern Supply, Jackson, Tenn.) and 
Keene Lewis ( Hollis Supply, Little 
Rock ). 

Distributors who attended the At- 
lanta meeting were: J. T. Braswell, 
Jr. (Industrial Supplies, La Grange, 
Ga.) ; M. G. Murray, Jr. (Columbus 
[fron Works, Columbus, Ga.) ; 
Lloyd B. Mize (Mize Supply. 
Waynesboro, Va.); I. W. Tull (J. 
M. Tull Metal & Supply Co., At- 
lanta ) ; George and Joseph Winship 
and H. A. Kane (all of Fulton Sup- 
ply, Atlanta); H. L. Ollinger and 
Howard Schramm (Turner Supply, 
Mobile) ; C. H. Jemison (Anniston 
Hardware, Anniston, Ala.); J. H. 
Howarth, Georgia Supply, Savan- 
nah); Harry P. Leu and Ernest 
MeCarthy (Harry P. Leu, Orlando, 
Fla.) ; J. C. Pye (Pye-Barker Sup- 
ply. Atlanta); Edw. F. Stauss 
(Oliver H. Van Horn, New 
Orleans); W. H. Huguley ( Batson 
Cook Co., West Point, Ga.) : John 
B. Crimmins (Mills & Lupton, 
Chattanooga ) ; J. G. Gilliam (James 
Supply, Chattanooga) and W. J. 
\nderson (Chattanooga Belting & 
Supply ). 








Sales Meeting in Print 


(Answers to Questions on Page 32) 








1. (1) To pack between stationary 
elements such as pipe flanges or be- 
(2) To 
a reciprocating element 


tween cylinder and bushing. 
pack between 
such as a plunger or piston and a sta- 
tionary cylinder. 


2. The first class under Answer 1. 
3. By drawing up the gland. 

4. Neither—it should fit tight. 

5. A searfed joint. 

6. Only one. 


7. No—they should be staggered. 
8 No—it should be left loose. then 
drawn up under pressure only enough 


to stop leakage. 


9. Braided hemp or flax impreg- 
nated with a lubricant. 
10. Cotton duck and rubber fabri- 


cated stitched together, metallic 
packings, and leather. 
Il. Seven to ten times the packing 
width, 
12. 
nickel. 


and 


88% copper, 10% tin, 2% 


MILL SUPPLIES «© DECEMBER, 1940 





| 

















Money 
for 


YOURSELF # | 





Save Money 
for Your 


Users soon discover the savings of- 
fered by Darnell—the news will 
spread and you will profit. The high 
quality of Darnell Products has been 
a talking point for years. Investigate 
our special dealer proposition today. 


nearly 4000 Models 
Casters and Wheels 


Nearly 4000 types of casters and 
wheels for every industrial use 
Write for new FREE MANUAL. 


el nas ee 


Dannewt Conp., Ltp. 


LONG BEACH, CALIFORNIA 


36M. CLINTON, CHICAGO 
24 E. 22nd, NEW YORK 


DARNELL CASTERS 
& E-Z ROLL WHEELS £ 
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13. At the “knee” or bend inside 
(against the piston). 

14. By the “lip” or feather edge. 

15. Yes, because if it is too great, 
the packing will be extruded or forced 
between the two, thus causing rapid 
wear. 

16. The lip or feather edge is turned 
over. 

17. The packing fails under pressure 
at this point. 

18. No. Leather is an animal prod- 
uct, hence fails under excessive heat. 

19. In their own boxes, lying flat, 
in a cool place. 

20. Yes, they cause rapid wear. 

21. From 30 minutes to 1 hour. 

22. Because repacking usually be- 
comes necessary in the middle of a 
job, hence production is held up dur- 
ing repacking. 

23. By using the best quality pack- 
ing—thus reducing the number of out- 
ages. 

24. Yes, with the special oils sup- 
plied by manufacturers. 

25. By “steering” it into the gland 
through a “funnel” of sheet steel. 


Census Taker and Finns 
(Answer to Question on Page 32) 


Each digit in the numbers refers to 
the letter of that number in the cor- 
responding word, thus 457,682, means 
the fourth, fifth, seventh, sixth, eighth 
and second letters of Menstirk in that 
order. This makes the word “strike”, 
and the whole paper gives this mes- 


sage: 


STRIKE LADOGA MONDAY 
TEN PM 








Steel Shop Equipment 


(Continued from Page 21) 








In this current trend toward more 
efficient plant operation, with its 
need for utilizing every available foot 
of floor space, the supply salesman 
who can point the way with con- 
siderable savings will be on the 
ground floor for many orders on 
other equally profitable lines. 


Work Benches 


Every concern is a prospect for 
steel benches. Their steel tops will 
not become oil soaked, cut, splinter 
or dent and will last indefinitely. 
Wooden tops shrink, splinter and 
burn. Shrinkage produces cracks be- 
tween planks for small parts to drop 





reom€x002! 


CLINCH THE SALE BY BEING ABLE TO 
PROMISE “IMMEDIATE SHIPMENT” 


Your customers USE Blast Gates 


Wherever a plant in your territory uses low-pressure 
air and gas you have a live prospect for Rockwell 
Blast Gates. 


Plant expansion and modernization to meet the de- 
mands of national defense give you many oppor- 
tunities for an additional source of profits when you 
handle the Rockwell line—the complete line nationally 
recognized for its highly effective modern design and 
for the high standards it sets in economy and effi- 
ciency. 


All sizes and all types available for prompt shipment. 
Send at once for the Rockwell Catalog. 


W. S. ROCKWELL COMPANY 
50 CHURCH ST. NEW YORK, N. Y. 














|BLAST GATES 











COFFING 


SAFETY-PULL RATCHET LEVER 


HOISTS 





SPEED AND EFFICIENCY 
with SAFETY 


Speed and efficiency are more important today than they 
ever were. In Railway Repair Shops, Oil Fields, Mines, Log- 
ging Camps, industrials of many kinds, and with Repair and 
Construction Crews the Coffing Safety Pull Ratchet Lever 
Hoist is an indispensable unit. No expensive maintenance, 
easy to operate, one man and this hoist can save much time 
and labor on a great many jobs. Perfect safety is assured at 
all times because handle is always under control. There is 
always a standard market for Coffing Safety Pulls but now new 
markets are presenting themselves continually which gives 
Distributors increasing business opportunities. 


Safety-Pull Ratchet Lever Hoists 


@ The original ratchet lever hoist with dual ratchet and pawl 
assemblies independent of each other—handle always under 
control. Noted for new safety features, compactness, low first 
cost, lightweight, strength, and reliability on the job. The 
finest ratchet lever hoist on the market. 


COFFING HOIST CO. DANVILLE, ILLINOIS 






















COFFING “osien? HOISTS 
RATCHET LEVER ... . . . SPUR GEAR .... . . ELECTRIC 
LOAD BINDERS ... . . . TROLLEYS ... . . . DIFFERENTIALS 
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DO YOU SELL .. 


MAUREY V-PULLEYS? 


we can fill your orders 
application .. . 





F. H. P. Cast Iron 


Variable Pitch 
V-Pulley 


Cast Iron Pulley 


Type 3 Universal 
Steel V-Pulleys 


Rigid inspections and tests all through every step of the manufacture of 
MAUREY V-PULLEYS insures perfect pulleys — pulleys that meet all F. H. P. 
transmission problems reliably and well — pulleys that stand up under severest 
working conditions. MAUREY V-PULLEYS have always been good money 
makers for distributors and the new F. H. P. Cast Iron V-Pulley is an addition 
that will live up to the established MAUREY reputation for building good 
business. Even small stocks show attractive profits because of full protection 


and fast turnover — start selling MAUREY V-PULLEYS today! 


MAUREY MANUFACTURING CORP. 


2907-15 S. WABASH AVENUE CHICAGO, ILLINOIS 


YOU'LL SAVE 












you sti. Mational 
TWIST DRILLS, HOBS, REAM- 
ERS AND MILLING CUTTERS! 








NATIONAL TWIST (a) DRILL ano TOOL CO. 
DETROIT U. S. A. 


Tap and Die Division, WINTER BROS. CO., Wrentham, Mass. 
Factory Branches: . New York * Chicago °* Philadelphia ° 
Distributors in Principal Cities 





Cleveland 
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through and disappear. There are 
many accessories that can be sold 
along with these benches. Steel 
bench legs and bench drawers are 
both good items. These drawers 
which are attachable to the table top 
will stand long abuse, won’t bend or 
warp and can be locked. Back and 
end stops are almost a necessity be- 
cause they prevent material from 
rolling off the bench top. Shelves 
under the bench for storing material 
are handy and footrests for the 
workman move well. Another useful 
accessory is an attachment block for 
drawers, bench legs or vises. 


Portable Tool Stands 


Portable tool stands save time and 
increase production of individual 
workman. Every machine operator 
can use one to bring his tools up 
close to the job. Or the repairman 
can stack tools and stock parts on a 
stand and move rapidly from ma- 
chine to machine. Most portable tool 
stands have handy lockable drawers 
for storing tools when not in use. 


Stock Handling Cart 


This is a blood brother of the 
portable tool stand. It is a time- 
saver in any stockroom. Will speed 
up handling and carrying of parts 
and material in stockroom and ship- 
ping room. Or it can be used on the 
assembly line for replenishing stock. 


Bar Racks 


The bar rack is a space saver. 
These racks are built to store a large 
and wide variety of long and short 
pieces of pipe, tubing, bars and rods. 
Since the regular aisle can be used 
in loading or unloading from the 
arms of racks, this permits conveni- 
ent, accessible storage of this type of 
material. It also eliminates the neces- 
sity of a large floor area in front as 
is common with ordinary bar racks 
where long items are stored with 
ends projecting from the face. 


Shop Desks 


Every foreman, timekeeper or 
clerk can use one of these. It assures 
efficiency and provides a place to 
work where papers and records can 
be kept under lock and key. These 
shop desks usually run in three 
models—standing, desk high or 
bench. Can be used in many places 
throughout the plant—machine shop, 
assembly department, stockroom and 
toolroom, 
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The flexible-rigid 
tape, of highest 
grade steel can be 
withdrawn or re- 
turned to case 
smoothly. It will 
not spring back into 











Fo 
case. Prominent [= 
markings. 
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For taking inside, 
outside, height, and 
depth measurements 
with ease and ac- 
curacy. The case is 
sturdy, compact, 
and light in weight. 











The name Lufkin is 
well known all over 
the world. It im- 
mediately suggests 
“quality” to your 
customers. It helps 
you make your sale! 








SAGINAW, MICHIGAN . 


TAPES. 


RULES 


7 


PRECISION TOOLS 


ee 


FEATURE THE 


New York City 
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New Paint Job 
Helps Sales Drive 


(Continued from Page 22) 








carried an important announcement 
from the Kiefaber Co. Timed to hit 
the rising tide of reemployment in 
the Dayton plants, it announced the 
formation of the Kiefaber Home 
Tool Club. Mechanics and machin- 
ists returning to work, trade school 
apprentices applying for their first 
jobs, and even home workshop en- 
thusiasts all responded with en- 
thusiasm to the idea. 
In operation, the Home Tool Club 
was simple. Anybody could become 
a member. There were dues. 
Kach Monday the local newspaper 
carried a Kiefaber ad announcing a’ 
special offer on one standard item in' 
effect during that week. These spe- 
cials were on quality tools and prices 
were not cut. Each item sold at a 
reasonable profit. Posters describing 
the Home Tool Club were placed in 
plants throughout the city and in 
trade and_ technical The 
campaign ran until May, 1940. Some 
of the specials offered were: ham 
mers, hand drills, wood 
bench vises, cold 
wrenches and file sets. 
As each club member made a pur 
chase of a special, his name along 


no 


schools. 


chisels, 


pipe 


chisels, 


——— 


with the amount was entered in a 
ledger. At the termination of the 
campaign each club member was al 
ie to apply 10 per cent of his 
(W#Al purchases toward the acquisi- 
tion of a handsome tool box. In a 
good many cases the credits accumu- 
jlafed during the campaign wer¢ 
‘"latge enough to acquire one of these 
tool boxes free. 

While it is true that a large per- 
centage of the hundreds of names 
added to the accounts in the Kie- 
faber books will have to be eradicat- 
ed in a short time as non-productive, 
there has been a definite increase in 
sales volume to a wider number of 
local industries. What is more im- 
portant, Kiefaber believes they have 
placed the company’s name upon 
the tongue tips of many potential 
customers. This is true particularly 
of the young machinists antl me- 
chanics on the way up the ladder to 
responsible positions where they will 
some day be in a position to specify 








“Veelos Can Simplify 
Drive Layout and 
Machine Design” 


says 
Cc. E. THOMPSON 
Berks Engineering Co., 


Reading, Pa 





” LANT engineers are often 
ng ome to install the most 
effici 


figure they 


nt drive layout because they 


must use one of the 
standard lengths of endless v-belts. 
This problem is right down my 
alley since ve been selling Veelos 
V-Belting. Since Veelos V is adjust- 
able to any length, it is adaptable 
gp any drive layout and engineers 
1eg@d np Ignger sacrifice efficiency 
for standard length belts. On O.E.M. 
business Veelos is often the answer 
tothe design enginger’s prayer. This 
‘adjustable feature’ ftequently means 
a more efficient, practical machine. 


It’s a point that has helped me solve 


customers’ problems and sell more 


Veelos.” 






LOS 


he 60-Second 
-BELT.. 





and purchase plant requirements. 
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PRODUCT 





Pillow Blocks 
Speed Reducer 
Extension Rule 
Hack Saw Blade 
Display Unit 

Dust Collector 

Belt Lacing 
Electronic Arc Welder 
Fibre Rolls 
Fluorescent Lamp 
Air-Bloe Hoist 

Belt Anchor 
Polyphase Motor 
Soft Face Hammers 


Spring Wire 


PAGE NO. 


104 


104 


105 


105 


106 


106 


106 


106 


107 


107 


110 


110 








MAIN FEATURE 


Labyrinth type seals 
Overall efficiency 
Patented lock joints 
Flexible, unbreakable 
For soldering irons 

All metal unit 

For 8-in. belts 

Light weight and portable 
Lower maintenance cost 
Larger size, 100-Watt 
Available in three sizes 
Possesses high strength 
A new design 

Tips are renewable 


Electromatic oil tempered 


MANUFACTURER 


Ahlberg Bearing Co. 
American Pulley Co. 
Lufkin Rule Co. 

Clemson Bros. Inc. 
Stanley Tools 

U. 8. Electrical Tool Co. 
Armstrong-Bray & Co. 
Allis-Chalmers Mfg. Co. 
Rockwood Mfg. Co. 
Hygrade Sylvania Corp. 
Ingersoll-Rand Co. 

Mine Safety Appliance Co. 
General Electric Co. 
Bonney Forge & Tool Works 


Jones & Laughlin Steel Corp. 














NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Pillow Blocks 
Improved, Labyrinth Type Seals 





Now equipped with Neoprene seals 


to protect the bearings 


104 


and 


retain 


lubricant are the Series EC pillow 
blocks. These seal rings turn with 
the shaft and float in the housing. They 
are labyrinth type, frictionless and 
long-wearing. Complete units consist 
of full self-aligning, precision ball 
bearings, mounted in one-piece, accu- 
rately machined housings. Compact 
and simple, the design lends itself to 
light and normal service where re- 
liable bearings are required. Picture 
reference: (1)  Self-aligning © ball 
bearing, (2) Sturdy one-piece hous- 
ing, (3) Removable end cap, (4) No- 


drag labyrinth seals, (5) Simple 
mounting wrench.—Ahlberg Bearing 
Co., Chicago, Ill—Mi.t Supp.ies, 


December 1940. 
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Speed Reducer 


Overall Efficiency 





A practical method of speed reduc- 


tion has been introduced 


as the 





“American” Reduction Drive. This is 


claimed to be the first speed reduction 
equipment in the industry which 
makes complete dealer stocks prac- ‘ 
tical, permitting immediate delivery 
of equipment to produce any desired 
speed. rie . : . . - 


Phis new equipment consists of 
two major elements. A helical-gear b 
reduction unit which mounts directly 
on the shaft of the driven machine 
and a standard belt drive between the 
motor and the input shaft of the re- 
duction unit. The unit itself has a 
standard, fixed ratio of 13 to 1, any 
greater or lesser ratios being accom- 
plished by the primary belt drive. Five 
reduction units, each with the same 
13:1 ratio, cover all applications from 
§ to 30 h.p. Because this reduction 
unit mounts directly on the shaft, as 
easily as a conventional pulley, no 
space or expense for special founda- 
tions is required. Necessary mainte 
nance attention is confined to infre 
quent lubrication. The overall effi 
ciency of the drive, when equipped 
with a Tension-Control Motor Base, 
is said to closely approximate the 
98} per cent efficiency of the reduction 
unit itselfi— American Pulley Co., 
Philadelphia, Pa, — Mit. Suppvties, 
December 1940. 





the Reason Users 


Extension Rule 
Patented Lock Joints 








\ new 6-ft. extension rule, “Red 


» HOLO-KROME 
End No. X-56" is now available. This 
rule is the same weight as an ordinary | p a « rt O R MA N C f 
spring joint rule, except for the heay 


ier end section which carries the brass 
slide. It is equipped throughout with 


* 
brass strike plates, preventing wear on f E S le Screw 
the markings in opening and closing. rom very ing 
It has patented lock joints which re 
duce end play, and thus help maintain 
accuracy. The sections are of selected 
hardwood, in boxwood finish, and are 


ee HOLO-KROME_ DISTRIBUTORS 
ie as a ARE "CASHING IN" BECAUSE OF 


pier ig ge Mitt Supeuies, De THIS PATENTED, SUPERIOR METHOD 





Hack Saw Blade 
Flexible, Unbreakable 








\nnouncement has been made of a 
new tungsten alloy hack saw blade 


1 


with the cutting qualities of all-hard 


tungsten blades, yet so flexible that ee. = yor ARC amma) 
it cannot be broken in use in a frame ened Anon 


The new blade, known as ‘Star THE HOLO-KROME SCREW CORP. SOCKET SCREWS Hrtrorn. conn. USA 
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WATCH A 





GET ITS 
"SECOND 
WIND":3y- 











When a Dart Union is taxen down and re- 
installed, it hits the same stride, assures the 
same unfailing tightness as when first put 
in service. That's the kind of money-saving 
service that consistently wins friends and 
keeps Dart users coming back with repeat 
orders From your viewpoint that's 
pretty important. Because when you make 
one Dart sale you set a good pace for 
steady volume and worthwhile profits. It 
pays to push Darts. 


untow s 
E. M. DART MFG. CO., Providence, R.I. 


Sales tuents 
The Feirbank« Cempany, New York 
and all branches 
i ee ee 
Dart tnien Company. Lid... 


i ae rr 
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Unbreakable 
tains its unique combination of oppos- 
ing qualities through the use of a 
new tungsten alloy, heat treated by a 
newly developed process. The blade 
bears an all-over patented green metal- 
lic coating for protection, lubrication 


Special Flexible,” ob- 


and identification. Full identification 
data, including dimensions and num- 
ber of teeth per inch is stamped in 
large dark blue type on each blade. 
This new blade is available in all 
standard hand sizes and pitches at no 
increase in price. The blades are 
packed in hinged lid metal boxes, 72 
blades per box.—Clemson Bros., Inc., 
Middletown, N. Y.—MILL Supp vies, 
December 1940, 


Display Unit 


For Soldering Irons 


TOR, ic | 
V s ee 
a AE EARS 


we 








\n all metal display stand for Stan- 
ley-Victor Soldering Irons has been 
announced. The stand is finished in 
three colors, blue, orange and white, 
and holds one of each of the three 
Stanley-Victor irons. The 
display can be used on a counter or 
on a wall. No charge is made for the 
stand.—Stanley Tools, New Britain, 
Conn.—MILI Suppiies, December 
1940. 


sizes of 


Dust Collector 
All Metal Unit 





\ dust collector which can be used 
with any grinder or buffer with wheels 
up to 18-in. diameter, 3-in. face, has 
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been introduced. This is a self-con- 
tained all metal unit for removing 
dust and other abrasive particles from 
the air. It adds to the comfort and 
efficiency of the workman and _ in- 
creases the life of the equipment. 
Illustrated is model No. 500 Utility 
Motor-In-Head grinder. This has push 
button started with overload protec- 
tion, ball bearings enclosed in dust- 
tight housings, enclosed adjustable 
wheel guards, dustproof anti-friction 
bearings, tool tray and lift-out water 
pot.—United States Electrical Tool 
Co., Cincinnati, Ohio—Muitt Sup- 
PLIES, December 1940. 





Belt Lacing 
For 8-Inch Belts 





SIZE 45-T FOR 8 INCH BELTS 


The manufacturers announce a new 
size box of their No. 45 “Steelgrip 
Lacing.” This new box is called No. 
45-T and contains four sets for 8-in. 
belts. Heretofore the size No. 45 was 
packed in standard 12-in. boxes only. 
To eliminate waste when lacing a 3- 
in. belt 8-in. wide, this new box was 
introduced by popular demand.—dArm- 
strong-Bray & Co., Chicago, Ill. 
Mitt Supp ies, December 1940, 


Junior Electronic Arc Welder 
Light Weight and Portable 














A new junior “Weld-O-Tron” low 
current electronic arc welder for light ' 
gauge metals with a range of 5 to 


aK 








oe en nnn een 


40 amperes. Designed for those plants 
already equipped with motor gener- 
ator welders that handle currents as 
low as 35 to 40 amperes. Uses elec- 
trodes as small as sz-in. and é:-in. in 
diameter. Suited to welding gauge 
sizes from No. 32 to No. 18 and is 
capable of handling material as thick 
as No. 14 gauge. It consists essentially 
of a three tube polyphase mercury va- 
por rectifier circuit, thus eliminating 
all rotating parts. Makes use of Actron 
type of rectifier tubes. Combines all 
the advantages of AC and DC are 
welding. Is both light of weight and 
portable. Controls and terminals are 
located on the front panel, are dead 
front type and consist of a simple 
two way switch for changing the pol- 
arity of the output terminals. A hand 
wheel with easily read dial provides 
fine adjustment of the welding current. 
Allis-Chalmers Mfg. Co., Milwaukee, 
IWisconsinn—MILL Suppiies, Decem- 
ber 1940. 


Fibre Rolls 


Lower Maintenance Cost 
es : 
= —— | 

A new construction for small and 
medium sized rolls which provides a 
tough rugged hub and spider of zine 
alloy, stronger than iron, cast under 


high pressure right into the body of 
fibre. 





Designed for the many types of ma- 
chines, equipped with rolls, frictions 
or pulleys whose purpose ig to trans- 
mit power by carrying tapes, ribbons, 
belts or by rolling contact with other 
parts. Tests indicate improved ma- 
chine performance with greater pro- 
duction, longer life of rolls, tapes 
or belts and a corresponding drop in 
inaintenance expense by keeping speeds 
at a certain pre-determined point for 
best machine performance. These rolls 
also tend to prevent slipping and slid- 
ing under increased loads which 
causes belts or tapes to wear out 
taster.—Rockwood Mfg. Co., Indianap- 
olis, Ind. —Mit_t Suppviies, December 
1940, 


Fluorescent Lamp 
Larger Size, 100-Watt 


The need for a larger size fluores- 
cent lamp which would extend the 
benefits of fluorescent lighting for gen- 
eral illumination to larger areas led 
to the development of the new “Hy- 
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Positively Unbreakable 


—means more than ever today 


Talk about a sales point! Here’s the hack 

saw blade for today’s forced production—a 

positively unbreakable high speed blade that 
will stand up to avy speed and feed pressure. 

Blades with: 

1. A cutting edge of genuine 18°, Tungsten 
High Speed Steel. 

2. A strong, tough, Vanadium Alloy Steel 
back. 

3. Hard teeth and tough body integrally 
welded into the ideal composite blade by 
patented welding process. 

4. Sharper teeth—the result of an exclusive 


method of machining with ground form 
cutters. 


Tempered eyes that won't pull out. 


Faster cutting, unbreakable blades with 
greater strength, that can be tensioned 
tauter—cut straighter, more accurately, 


Sell MARVEL High-Speed-Edge Hack Saw 
Blades. They out-cut and out-last all others, 
yet cost no more than ordinary high speed 


blades. 











ARMSTRONG-BLUM MFG. COMPANY 
“The Hack Saw People" 
5700 Bloomingdale Ave. Chicago, U. S. A. 
Eastern Sales Office: 199 Lafayette St., New York, N. Y. 
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THE BASSICK COMPANY 


f R. D. Mount, Assistant 
+ Sales and Advertising 
Manager, The Bassick 


Company 


The Bassick Company 


Advertising 














tising 
consic 
‘FAC 
sched 
matic: 











t 
' 





) 


Me R. D. MOUNT, Assistant Sales and Adver- 
tising Manager of The Bassick Company’ says: “In 
considering our advertising plans for 1941, we put 
‘FACTORY’ on the list for a continuation of our 
schedule of full-page advertisements almost auto- 
matically because: 


+ 


1. It carries our advertising message to a broad cross 
section of the most important buying influences 
7 in the industrial market. 

2. The quality and nature of editorial content of 
‘FACTORY’ is such that it is read by the men 
who are interested in and responsible for the 
selection and purchase of equipment; equipment 





to facilitate and improve materials handling and 
production methods, and Bassick Casters come in 
that category. 


3. Bassick Casters are sold through industrial dis- 
tributors, and our advertising in ‘FACTORY’ 
reaches the most important customers and pros- 
pective customers of the distributor. We believe 
this consistent advertising is a vital factor in as- 
sisting the distributor in the sale of our product.” 








uses FACTORY... 


FACTORY 


MANAGEMENT ond MAINTENANCE 


A McGRAW-HILL PUBLICATION 
330 West 42nd Street, New York, N. Y. 





distributors sell to industry 


Shown on the opposite page is Mr. Mount’s com- 
plete statement telling why his company uses adver- 
tising in FACTORY to support sales efforts of its 
distributors. 


More than 350 manufacturers advertise regularly 
in FACTORY because they know it reaches indus- 
try’s most influential buying group . . . plant oper- 
ating men with management, production, and 
maintenance responsibilities in all manufacturing 
industries. 

In fact, more plant operating men pay to read 
FACTORY than any other business paper serving 
the broad industrial field . . . both men who can be 
seen by salesmen and many who cannot be seen, yet 


wield an important influence on buying. 


If you have not had an opportunity to examine a 
recent issue of FACTORY we shall be glad to send 
you a copy so that you can see for yourself why its 
editorial and advertising pages are so interesting to 
your customers and prospects. At your request, we'll 


be glad to send a copy with our compliments. 






MANUFACTURERS’ ADVERTISING 


IN FACTORY HELPS YOU 
SELL TO INDUSTRY 








Seen M SA 


RESPIRATOR 


PROVIDES 
““SELF-SELLING”’ 


COMFORT AND 
PROTECTION! 





MADE BY THE WORLD’S 
LARGEST MANUFACTURERS 
OF APPROVED 
SAFETY EQUIPMENT 


Built into M.S.A. Respirators are 
popularity-winning features originated 
by the largest research facilities in the 
industry; backed by M.S.A.’s quarter- 
century of experience; employing the 
newest materials, processes, designs 
and equipment—features which have 
won for these products the outstand- 
ing customer acceptance that brings 
cash benefits to you! 


We invite you to strengthen your line 
with the M.S.A. respiratory equipment 
best suited to your territory. For ap- 
proved (U. S. Bureau of Mines’) dust 
protection—sell the latest DUSTFOE, 
smallest and lightest approved dust 
respirator .. . or the famous M.S.A. 
COMFO Dust and Mist Respirator— 
the old reliable twin-cartridge type, 
which is available also with special 
cartridges for many gases and vapors. 
In supplied-air masks stock these 
money-making M.S.A. leaders: the 
Air-Line Respirator, Abrasive Mask, 
and Air Hood. The details? We'll 
gladly send them—write us today! 


MINE SAFETY APPLIANCES 
COMPANY 


Braddock, Thomas & Meade Streets 
Pittsburgh, Pa. 


District Representatives in Principal Cities 





110 


grade” 100-watt fluorescent lamp. This 
latest addition to the line is 60-in. 
long, 2%-in. in diameter. Is available 
| now in white, and will soon be avail- 
| 





able in daylight—Hygrade Sylvania 
Corp., Salem, Mass.—MItv Supp ties, 
December 1940. 


Air-Bloc Hoist 
Available In Three Sizes 














| For hoisting light loads up to 700 
lb. the “Air-Block” has just been intro- 
| duced. It is a flexible, welded, link- 
| chain hoist designed for use in 
| machine shops, assembly lines, main- 
| tenance shops, shipping and receiving 
| departments and for light lifting jobs 
| practically everywhere. It is available 
| in three sizes identified as LC-s, LC-f 
| and LC-7 which are designed to handle 
| loads of 300, 500, and 700 Ibs. respec- 
| tively. This hoist weighs less than 75 
| Ib. An automatic up and down stop 
control prevents damage from overrun 
} ot chain in either direction. Another 
safety feature prevents the load from 
| dropping even if the air supply fails — 
Ingersoll-Rand Co., Phillipsburg, N. J. 
Mitt Suppties, December 1940. 


air 


Belt Anchor 


Possesses High Strength 








Belt 
anchor 


The “Safety 
new belt 


Tail 


claimed 


Line’ is a 
to 


pe SSES8S 
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For Heat | 
in a Hurry! 








When the job is big and heat must be 
heavy, count on C & L Torch No. 325. 

Every establishment needs such a heavy 
duty Torch for severe weather and hard 
work, 

No. 325’s powerful burner produces a 
blue blast of flame over 10 inches long. 
It’s of improved internal vein construction, 
built for long burning life and smooth 
operation. Curved internal fuel pipe per- 
mits burning in any position. 

C & L Torch 325 is just the tool for 
soldering fittings on large sizes of copper 
water and drain tubing. Especially ef- 
ficient for melting out soil pipe joints and 
all around heavy use. 








CLAYTON & LAMBERT 
MFG. CO., Detroit, Mich 








‘Ee 
New Sales 
for You! : 





BALL BEARING 
LOOSE PULLEYS 


End loose pulley troubles for plant 
managers with Daggett Ball Bearing 
Loose Pulleys and you make lifetime 
customers. They save on oiling time, 
on power and time losses, on lubricant 
costs, and on replacements. Most im- 
portant, they prevent costly shutdowns. 
Our engineering staff is at your serv- 
ice for unusual problems. Use our data 
to make sales new. . 








CHICAGO PULLEY & 
SHAFTING CO. : 


21 N CHICACC ILL 


Oca Plaines St 















high strength, durability and versatil- | 
ity in application, supplying new | EXPAND YOUR SALES 
freedom of action for the man on the 

job. The tail line consists of an air- | 

craft-type cable, light and flexible, yet | AND PROFITS WITH 
snaps at either end are swaged on | 

by the Velocity Power process, pro- Saletltw 
| 





tested to 3900-lb. Drop forged steel 
viding a joint between snap and cable MES U.S PAF OFF 
of strength equal to the cable itself. 


Te et oe oe oy | OEE SOR 
ering for firm, comfortable grasp, re- 
ring for firm, comfortable grasp, re | A N D L A Cc E a $ 





sistant to weathering, oil and abrasive 
action, Complete details are presented 
in bulletin No. CF-6.—Jine Safety 
Appliances Co., Pittsburgh, Pa—MA.i 
Suppiies, December 1940, 


The Safety Portable Lacer, plus Safety Belt 
| Hooks offer you a sound combination of 
quality that appeals to mechanics and makes 
sales and profits easy. In the first place, 
Safety Belt Hooks come in numerous sizes 
- - all are guaranteed to hold and do 

the job. 


re oy 5 Safety Port- 

able Belt Lacer has a full 

Polyphase Motor | 6” capacity. The jaws 
r are not flat, but ribbed. 

A New Design Each rib contacts one hook 


only. Hooks are easily 
sunk below the surface of 
the belt. Sell the Safety 
System. It means more 
profits for you. A letter to 
us will bring complete 
price list and description 
of our distributor-sales co- 
operation. 


Safety Belt-Lacer Co. 
Toledo « « « « Ohio 


| | “SAFETY” screw PRODUCTS 


Because of changing requirements HELP INDUSTRY MEET 
of industrial customers, the manufac- 
turer has announced an entire line | 


of completely new polyphase induc- IMMEDIATE DEMAND 


tion motors, in integral horsepower 
sizes, to conform with new industrial 











VN 


Yt {if /f f 





t The pressing need today is for quick service— 
trends, — processes, — and - practices. that’s been our specialty for years. Quick 
Known as the “Tri-Clad” motor, it service and reliable products that are right for 
teatures_modern streamlined appear- the job. “Safety” Screw Products are well 
ee —_— a ae known for strength, toughness, and long life 
FOE RERREES Th OS OF CCE —that’s why machine builders, industrials, and 

| 

| 

| 

| 





carrying parts, and improved bearing Mea ; pai ge 

ditty Mi parle : distributors make no mistake on “Safety” Screw 
design and lubricating arrangements. > 7 : 
| Re a : “ie Products. We can handle your orders—there’s 
n place of the conventional open hi . ° : h » 
. a ” - y ~ate -xaC levied re 
frame, “Tri-Clad” makes use of a cast-_ | not ns too intricate nor —- there —_ 
iron frame of the box type. The end time limit we can’t meet—let’s help each other. 
shields are designed to match the 
frame and are enclosed above the 





*"SAFETY'' SUPER DUTY 


1j . ° ; | : SET SCREW "BLUE DEVIL'' The Aristocrat 
centerline, So tar as insulation. 1s > 

‘ ate ; ie Safety’ Super Duty Set Screws of Safety Head Socket Screws 
ne _ slaios oe . a new magne t Wi a —cut to close tolerances—maxi- “BLUE DI VIL" the Aristocrat 
“Formex,” is used on all ratings of mum strength and toughness of Safety Head Socket Screws- 


six points that appeal to users 


the new motor. Because this is a 11) kneeled cheanfer (2) cold: 


without brittleness. Can be loos- 








tough, heat and solvent resisting mag- ened and tightened many times formed head (3) henagon oocioes 
: °, . . . . » Stee with square sides—fu wrench 
net wire, it 1s now possible to elimi- gs losing = ots life. fit (4) concentric head —square 
ie as ‘ — n following point styles: cup— houlder (5) accurate die-cut 
nate largely By ' ye ‘ » ( _ shoulder a 
: largely the older type por r, Cot } oval--flat—cone—half dog. threads (6) distinctive scale-free 
ton coverings, and other fibrous ma- finish. 


terials which absorb moisture and | 


deteriorate due to the effect of heat v /, 
ind chemical agents. A new and wider | | i 
; conduit box, with unusually large a } a 


working space, simplifies installation 4445 N. KNOX AVE., 


in close quarters. The box, whether 


WW (CORPORATION 


CHICAGO, ILL. 
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COLUMBIAN 


Malleable Iron 
Unbreakable 


VISES 


OFPLACTAME Tore SITE 
— >. MALS 





Sold through 
Distributors only 


Written Sales Policy 
Product Guarantee 
Complete Line 


Profits 


The Columbian Vise & Mfg. Co. 


9019 Bessemer Ave., Cleveland, O. 








These 
and many other 


VICTOR BALATA & TEXTILE 
BELTING CO. 


345 W. Hubbard St, Chicago 
Factory: Easton, Pa 


112 











the pressed-steel or 
be mounted in 


pe sitions. 


watertight type, 
any one of four 
Ball bearing motors can be 
operated vertically or mounted on a 
side wall. The end shields can be 
changed to any one of four positions 
on the job—General Electric Co., 
Schenectady, N. Y.—MI.i_ Supp ties, 
December, 1940, 


may 


Soft Face Hammers 


Tips Are Renewable 


To meet the 
sott 


increasing need for 
the manufactur- 
ers have recently added five new types 
their line. These new types are 
useful where a hammer is 
required that will not mar finely fin- 
ished delicate machine 
parts. The new shaped tips are es- 
pecially useful for forming and work- 
ing light metal. Tips in all 
are renewable. They are 
ora tough, amber colored, cellulose 
composition that will not shatter or 
chip. Hickory handles have comforta- 


},] “119 
je grip and 


> i 


face hammers, 


t 
to 


especially 


surfaces or 


1 
sheet 


cases made 


are securely wedged in 
the steel center body. Many of the 
hammers have the same size tip studs 
interchange- 
hammers.—Bonney 
Tool Works, Allentown, Pa. 
December 1940, 


ind tips are, therefore, 


thle for those 
Forge & 
~Miut 


SUPPLIES, 
Spring Wire 


Electromatic Oil Tempered 
\ new 


| empered 


product, “Electromatic Oil 
Spring Wire” for special 
mechanical springs is now being pro- 


duced by an electric direct resistance 
method In contrast to the conven- 
tional methods of heating wire to 


quenching temperatures, this new pro- 
| x | ] 

of passing sufficient elec- 
tric current through the wire to heat 


Cess consists 


it to the desired temperature, much as 


the coils in an electric toaster are 


heated by their resistance to the cur- 
ent. The electrical resistance set up 
in the wire increases its temperature 
uniformly, and the full cross section 
of the is heated simultaneously 
to the desired quenching temperature. 
he increasing demand for higher and 


wire 
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ORDERS Mean 
SALES and 
SALES Mean More 
ORDERS for 






CAR MOVERS 


POWER KING 


Thousands of industrials are already using 
BADGER Car Movers. With the current 
upswing in business, they're going to need 
more and more car movers. They will 
buy BADGER Car Movers because they 
know they are easy to handle, possess 
speed, power, and durability. 

Every plant with a siding is a potential 
source for Badger Car Mover orders. 
Don’t pass them by! And be sure you 
have enough Badger Car Movers in stock. 


The Advance Car Mover Co., Inc. 


Appleton Wisconsin 
CANADIAN ADVANCE CAR MOVER CO. 





WELLAND, ONTARIO, CANADA 











| handle the “Calder” line. 


GRINDING WHEEL 
DRESSERS 
AND CUTTERS 


CALDER 





Protect your customer's 
wheel investment .. . 


Calder Tools have everything to insure accuracy 
and longer life in the tools themselves as well as 
maximum production from the grinding wheels of 
your customers. 


From individual separate parts to finished tools, 
Calder Grinding Wheel Dressers and Cutters are of 
sound design. Cutters are milled from high carbon 
strip steel and heat treated throughout, insuring 
uniform sharp precision cutting teeth for uniform 
dressing. All parts subject to wear are heat treated 
and are quickly and easily renewable. 


You can render prompt service profitably when you 
Attractive discounts. 


Ask for Catalog 38 
giving detailed information. 


DE MFG. 632 N. Prince St. 
CAL CO: Lancaster, Pa. 
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“eé 
A year ago I’d make more useless telephone calls than 


a sailor on shore leave. Then, in January 1940, one of 
the companies whose line I handle started a campaign in 
Business Week. 

“What happened? I began to see more people right off! 

“A few months later another company started in Business 
Week . . . and now I never have to use the old foot-in-the- 
door methods. Executives in buying positions actually wel- 
come me. 

“You’re probably wondering what’s this got to do with 
crystal gazing and the future. Well, here’s your answer. 
Advertising in Business Week has made my Present happier, 
my Future a lot more certain. My selling job is now easier 


. more profitable .. . and more fun! 


“In this magazine, Management men... the men who 
okay my orders . . . do two big jobs at once: as they shop 


for business ideas, they also shop for business goods!” 


BUSINESS WEEK 


",.. where the advertising pages make life more fun for salesmen!” 
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“lM NO CRYSTAL GAZER... 


THE FUTURE” tay Brody 
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In November . . . here's a partial list of 

companies selling their products to active 

management through the advertising pages 

of Business Week: 

Allis-Chalmers Mfg. Co. (Motors, Power Transmission 
Equipment, Pumps, Blowers) 

Aluminum Company of America(Aluminum Alloys) 

Ampco Metal, Inc. (Ampco Metal) 

Anchor Post Fence Co. (Stee! Fences) 

Philip Carey Co. (Asbestos, Magnesia & Asphalt 
Products) 

Century Electric Co. (Electric Motors) 

Clarage Fan Co. (Heating & Ventilating Equipment) 

Crane Co. (Valves & Fittings) 

Cutler-Hammer, Inc. (Motor Control Equipment) 

Henry Disston & Sons, Inc. (Files) 

E. I. du Pont de Nemours & Co., Inc. (Neoprene) 

Fafnir Bearing Co. (Ball Bearings) 

Fairbanks, Morse & Co. (Scales) 

General Electric Co.(incandescent & Fluorescent Lamp:) 

B. F. Goodrich Rubber Co. (Mechanical Rubber Good:) 

Grinnell Co., Inc. (Pipe Fittings) 

Hewitt Rubber Corp. (Mechanical Rubber Goods) 

Hyatt Bearings Div., General Motors Corp. (Roller 
Bearings) 

Hygrade Sylvania Corp. (Fluorescent Lighting) 

ig Electric Ventilating Co. (Unit Heaters) 

International Nickel Co., Inc. (Nickel Alloys) 

Keasbey & Mattison Co. (Asbestos & Magnesia 
Products) 

Kester Solder Co. (Cored Solders) 

P. R. Mallory & Co., Inc. (Precision Parts) 

Morton Salt Co. (Salt Tablet Dispensers) 

New Departure Div., General Motors Corp. (Ball 
Bearings) 

Norton Co. (Grinding Wheels & Abrasives) 

Page Fence Association (Stee! Fences) 

Reeves Pulley Co. (Speed Controls) 

Republic Rubber Div., Lee Rubber & Tire Corp. 
(Mechanical Rubber Goods) 

Russell, Burdsall & Ward Bolt & Nut Co. 
(Nuts & Bolts) 

SKF Industries, Inc. (Ball & Roller Bearings) 

Scott Paper Co. (Tissue Towels & Toilet Tissue) 

Standard Conveyor Co. (Conveyors) 

Standard Pressed Steel Co. (Stee! Shop Furniture) 

Twin Dise Clutch Co. (Clutches) 

U. S$. Steel Corp. (Stee! Products) 

Westinghouse Elec. & Mfg. Co. (Electrical 
Equipment) 

Willson Products, Inc. (Respirators, Masks, Helmets, 
Goggles) 
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LEVER 


WHITNEY punches 
A Knockout for 


Good Business... 


CHANNEL IRON PUNCH 





Everyone wants the most for his money— 
that’s what you make possible for your 


customers when you sell them Whitney 
Hand Lever Punches. That they “knock 
out two days’ work in one” is more than 
a slogan—it's a fact. 


We guarantee all of our tools—our 
service on orders is prompt—your returns 
are steady and adequate—why don’t you 
send for our descriptive booklet and find 
out about these tools and their applica- 
tions. 





PORTABLE HAND LEVER METAL PUNCHES | 


Rockford, Illinois 

















DRILLS CONCRETE 


. Li Mids sb Sis 
ihe a. HOt NIFE 
through 


4 


SAVE 30%—-1h% 
DRILLING TIME! 





You'll be frankly amazed at the speed with which 
you can now drill holes in concrete, hard face 
brick, tile, porcelain, etc. No more long hours of 
back-breaking hand chiseling! No more interrup- 
tions due to rapid dulling drills! 

Carboloy Masonry Drill-Points contain special 
metal many times harder than hardest steel, stay 
sharp for hours of continuous use, won't splinter 
fragile work, drill clean, accurate holes for expan- 
sion anchors, and operate quieter for office work. 
No special equipment needed—use in any rotary 
drill 


CARBOLOY COMPANY, INC. 
11131 E. 8 Mile Rd. 
DETROIT, MICHIGAN 


JOBBERS: Write for Quick Profit 
Resale Proposition 


You'll find a profitable demand for Carboloy Drills 
among electricians, plumbers, plant maintenance 
men, sign hangers, telephone installation men, and 
others 


Nationally advertised. Growing demand 


for use on rush defense-construction work. 


CARBOLOY 


MASONRY DRILL-POINTS 
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more uniform physical properties in 
spring wire is largely responsible for 
the development of this process, its 
fundamental advantage being the ex- 
actness by which all factors affecting 
the ultimate quality of the wire are 
readily controlled. Applications of 
this spring wire are to be found in 
widely diversified industries. Brake 
springs, clutch springs, grid seat 
springs for automobiles, various simi- 
lar applications in the airplane con- 
struction industry, and mechanical 
springs for machinery used on farms, 
in mills, factories, and other industries 
are among the uses for this new type 


of wire—Jones & Laughlin Steel 
Corp., Pittsburgh, Pa—Mitt Svupe- 
PLIES, December 1940. 


 smersoeems 


oY 
—s 


Sales Helps 






from the 
lanaacturer 


METAL CUTTING SAWS—A four- 
folder, No. 140, illustrates 
ind describes the manufacturer’s line 
of metal cutting saw blades. Charts, 
tables and price list add interest to the 
bulletin, and a page of helpful gen- 
eral information should prove valu- 
able to the reader.—Capewell Manu- 
facturing Co., Hartford, Conn. 


teen-page 


PORTABLE ELECTRIC TOOLS 


Just off the press, catalog No. 42 
covers the manufacturer's complete 
line of portable electric tools. Prac- 


ticability of all tools and construction 
points are shown in working pictures 
and in detailed specifications given 
for each tool. The brilliant red cover 
adds interest to the valuable material 
contained in the 62-page booklet. 
Skilsaw, Inc., Chicago, Il. 


SHAPED WIRE — Buyers and users 
of shaped wire will be interested in a 
recently released booklet on the sub- 
t. In addition to illustrating some 
the many shapes of wire available, 
it gives useful information to help 
specify grade, temper and finishes. A 
chart showing methods of calculating 
the of common and 
tables showing the applications of va- 


1c 


t 
ol 


areas shapes, 
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makes ONLY 
non-ferrous 
and stainless 
fastenings 


tii MODERN 
HARPER 
PLANT 


QNE COMPLETE manutac- 
turing unit that manufactures 
BOLTS, NUTS, SCREWS and 
WASHERS out of everything 


EXCEPT IRON and STEEL. 
Cap Screws of BRASS, Lag 


Screws and Hanger Bolts of 
BRONZE, Bolts and Screws in EVER- 
DUR, Washers, Rivets and Nuts of 
MONEL and most every type of 
STAINLESS fastenings you could 
require. Every popular type and size 
in all the alloys. 

That's the story — 3600 STOCK 
ITEMS in every alloy except iron 
and steel and plenty of production 
equipment to make those small 
troublesome specials you need right 
now. 

Send for the 72-page Harper Cat- 
alog — “Bible” of the non-ferrous 
and stainless fastening industry. The 
H. M. Harper Company, 262z Flet- 
cher St., Chicago. 


HARPER 
Chicago 








SLEEVES and 
SOCKETS 


coulis 











USE-EM-UP TYPE 


STANDARD TYPE 





PLAN AHEAD... 


GET THOSE ORDERS FOR THESE 
TIME-SAVING TOOLS 


Collis Sleeves and Sockets are all ground 
true to size and will help your cus- 
tomers to make production savings both 
in time and equipment. We can handle 
your regular and special orders swiftly 
and efficiently and with profit for you. 2 
Get our catalog showing the complete ) 
Collis line of Quality Tools. Send Collis § 
your next order. 








THE COLLIS COMPANY 
CLINTON, IOWA 
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; ASIER 
‘LL FIND IT'S E 
= SELL THE COMPLETE 


GLOBE 


WOVEN BELTING LINE IF .- - 











1... YOU IMPRESS 
YOUR CUSTOMERS WITH 
GLOBE’S LONG SERVICE LIFE! 


Among the many features that help you 
sell GLOBE Belting Products is that of 
long service life. Every foot of GLOBE 
belting, special or standard, is guaranteed 
to give the utmost in wear. Even for use 
under adverse conditions, you can feel 
confident in selling GLOBE belting that it 
will offer the kind of service that will 
bring you repeat business. Aside from sell- 
ing your customers on GLOBE'S perma- 
nency, don’t hesitate to mention GLOBE’S 
varied uses, special applications, and un- 
varying quality. Our price and product 
list, with a mens of our very fair distribu- 
tor plan, should be in your hands. Write 
for it. 


These are a part of the Globe line: 


@ SOLID WOVEN COTTON BELTING 
@ KANRY-TEX BELTING 

@ ENDLESS WOVEN BELTS 

@ WATER-PROOF TREATED BELTING 
@ SIFTER BRUSH WEBBING 


GLOBE 


WOVEN BELTING CO., INC. 
1400 Clinton St. Buffalo, N. Y. 








Sherman BRASS 
HOSE CLAMPS 
Never Rust! 





A—Tongue runs in channel holding it 
close to hose and making a uni- 
form grip. 

B—Pliable in band portion, grips tight 
and can be opened up, removed and 
used over again. 


C—Stiff Ears. Cannot pull together at 
top when tightened. Ears also form 
perfect nut lock. 

D—Heavy Shoulder to engage vise 
jaws, permitting clamp to be 
pulled tremendously tight. 

Write for catalog bulletin of sizes and 


styles. Let us quote you jobber's discount 
on your stock requirements. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK, MICH. 





rious analyses of Page-Allegheny 
stainless steel shaped wire, are also 
included.—Page Steel & Wire Div., 
American Chain & Cable Co., Inc., 
Monessen, Pa. 


POWER TOOLS —An index on the 
cover adds a new touch of con- 
venience to Catalog E41-A on power 
tools. Pictures, charts, tables, speci- 
fications, etc., plus an attractive lay- 
out, do much to command attention 
and interest in this 56-page catalog. 
Duro Metal Products Co.. Chicago, 
Til. 


ASPHALT TILE—An improved as- 
phalt tile suitable for a wide variety 
of uses in many types of building con- 
struction, is covered in a new catalog 
just released. General characteristics, 
outstanding features and recommended 
uses are some of the features of book- 
let devoted entirely to the description 
of “Elastite Asphalt Tile.’ On the 
job shots and application pictures do 
much to create interest in this new 
product.—Philip Carey Co., Cincin 
nati, Ohio. 


PACKINGS. Spiral binding and col 
orful illustrations add dash to the new 
catalog on rod and sheet packings. 
Price lists and specification tables 
should prove helpful and an index at 
the back of the book makes for easy 
reference. The catalog is identified by 
the title “Quaker Packings.”—Quaker 
Rubber Corp., Philadelphia, Pa. 


JACKS —A new 60-page, pocket-size, 
No. 
40, describes the construction, applica 
tion and specifications for the 300 plus 
sizes and types of “Simplex” jacks.— 


Templeton, Kenly & Co., Chicago, Ill. 


“junior” catalog, designated as 


MATERIALS HANDLING EQUIP- 
MENT —48-page illustrated catalog 
(K-34) describes different types of 
truck casters, wheels, lift jacks, trucks 
and dollies. Descriptive matter sug 
gests the proper use and application 
of each type of caster to assist in the 
selection of the caster and wheel best 
suited for the purpose. Also included 
are complete tables of dimensions, load 
capacities, ete.—Bond Foundry & Ma 
chine Co., Manheim, Pa. 


NIBBLING MACHINE “Why Not 


‘ Nibble It” catalog introduces a new, 
‘wide range nibbler. In the booklet 


the special features of the machine 
are summed up and illustrated. Those 
responsible for production of irregu 
lar shapes cut from flat stock of any 
kind will probably look to the catalog 
j Andrew C. Campbell 


for reference 
Div., American Chain & Cable Co., 





, 
BIG MARKET. 
for new type CUB 


High Production 
~ y, 











AIRBRUSH.-- 






Lighter in Weight 
Easier to Handle 


Many sales points that help you 
sell—features that do away with 
defective spray patterns, orange 
peel, streaks, runs and sags, air 
ind fluid leaks, excessive mist. 
You'll find many profitable markets await- 
ing you. Send for sample and discounts. 


Easy fo sell this 
COMPLETE installation 





WATER WASH 
Airfinishing Booths 


Hundreds of dry spray booths are 


being replaced by Paasche Water 


Wash Airfinishing Booths. 

The sales points and advantages are 
many—l. reduced fire hazards, 2. 
Cleaner and more healthful—over- 
spray effectively washed away by 
curtain of water, 3. No messy clean- 
ing expense—solids prevented from 
accumulating on rear and side walls, 
ventilating fans, and exhaust piping, 
i. material reclaimed for re-use, 5. 
no solids or overspray particles ex- 
hausted outside. 

Available in all types and sizes: .. . 
Floor type, Shelf type, Back Wash, 
4-side or 4-side Wash—also Ceramic 
Reclaiming. 


See a Paasche representative for complete 


details on these Booths, now proving such 
big sellers. 


Paasche Airbrush Co. 


1915 Diversey Parkway Chicago 





Manufacturers of  Airbrushes Aircompressor 


} Units Airfinishing Booths Hose Couplings 
Oiling Guns—-Portable Airpainting Unis Spray- 
ers -Stripers- -Ventilating Units Water, Oil and 


Dirt Eliminators. 








Inc., Bridgeport, Conn. RI IRI 
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DEVELOP INTO 


VOLUME 


In the Ottemiller line, distributors 
have a practically complete line of 
cap screws, set screws, coupling bolts, 
studs and screw machine parts to meet 
the needs of almost any customer. 
Then, too, the Ottemiller line is a line 
of uniformly high quality—one that 
is given preference where the advan- 
tages of standardization are recognized. 

Ottemiller—in products and in dis- 
tributor service offers everything re- 
quired for a_ steady, repeat order 
business. That's why the Ottemiller 
franchise is one of recognized desir- 
ability. Why not find 
out more about it at 
once ? 

















THE WM.H. 


PA. 


Make DUSTS and PAINT SPRAY 
PAY! 


Cesco No. 92 
RESPIRATOR 


Win your customers 
appreciation and get 
REPEAT ORDERS 
with this Cesco No 
92 Healthgquard Res- 





pirator. Approved by 
U s Bureau of 
Mines for Type A 
(Silica), Lead and 


Nuisance Dusts. Sug- 
gest a sample order 
today and watch un- 
solicited repeat or- 
ders follow up fast 


Sprayers Work 
Faster — Better 
More Efficiently 
with this | 
“CESCO”’ A 
PAINT SPRAY <_ 
MASK = 


Nearly every plant you call on does paint spray work 
They NEED and WANT this Cesco Paint Spray Mask 
to keep paint out of workmen's eyes, nose, mouths, and 
off their clothes. Broad vision promotes uniform, com- 
plete paint coverage. Speeds up work. Furnished in 3 
models to meet every buyers requirements. Write fo 
circulars, prices and liberal discounts today. 


CHICAGO EYE SHIELD CO.cxitane inines 


Chicago 





A 
—t 


IMlinois 
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Baltimore Show 





W. Arthur Abel, purchasing agent of Arm- 
strong Cork, Lancaster, Pa., chats with Chas. 
Haslup, of the Fairbanks Co., at the 
recent show held for purchasing agents at 
the Lord Baltimore Hotel, Baltimore, Md. 





In the Gibson Kirk Co. booth Johnson 
Bronze products were featured and here 
some of the Johnson men drop in to help 
out. Seen in this group are Roy Greenleese 
(Johnson), John Klein (Reilly Bros. & Raub, 
Lancaster), Bruce Boggs (Mac-It Parts) and 
Sales Manager Beisheim, also of Johnson. 

















Jack Gougler, Philadelphia district manager 
for Beaver Pipe Tools, puts the oil can in 
the hands of the interested visitor and lets 
him make his own demonstration at the 
Baltimore show. 
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HIGHEST QUALITY 
FLEXIBLE SHAFT MACHINES 


z Vs to 3 H.P. 


Many types and sizes 
Your 


Attachments 

for hundreds 

) ‘of operations 

Success | | 


Depends Upon 
Satisfied Customers 











ery |OUR NEW 
Wiekoecity | 00 PAGE 
Machines CA TA LOG 
Saas READY 
and Write for 
Rotary Files copy 











N. A. STRAND & CO. 


5001 No. Wolcott Ave. Chicago 











The 
“BELTSAVER’ Pulley 











A WORD TO 
Wise Distributors 


Here’s a pulley that definitely saves a lot 
of headaches because it saves a lot of con- 
veyor belt troubles. 


Naturall the wie a m. house recom- 
mends the “BELT for conveyor 
jobs where Png | am. sharp ma- 
terials are conveyed, because with the 
“‘BELTSAVER” Pulley nothing can lodge 
between pulley and belt to piay havoc 
with belt life. 


Your crushed rock and gravel plant cus- 
tomers will appreciate the —- you sft 
them when you recommend 

SAVERS" as a means of , the 
life of their conveyor belts. 


There’s “BIG MONEY” for you when 
you sell the ‘“‘BELTSAVER’’ — Write for 
prices and discounts. 


SPROUT, WALDRON & CO. 


MUNCY, PA. 
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DON'T MISS 
A GOOD BET 


iilill 


by COOPER 


Z//( Ulli I XS 


Stainless Steel 
Fittings 


1 


Meet the growing 





demand ffor_ all 


= | J. E. Hodgkins, vice-president of Jenki | THE FAMOUS ANAS 
CORROSION. | gets the eedews from John Stauffer, Her; LINE OF CAR MOVERS 
RESISTING & Co., Lancaster, Pa. and 
j FITTINGS «=| ge — ATLAS PERFECT SPURS 


THEY'RE BETTER 
THEY'RE EFFICIENT 
THEY'RE DEPENDABLE 


Appleton-Atlas Car 
Mover Corporation 


2947 No. 30th St. Milwaukee, Wis. 
formerly at Appleton, Wis. 


with the COOPER 
“Lustracast” Line. 
Brighter, cleaner, 
greater corrosion 


resistance. 





Write for details 
and samples today. 


THE COOPER ALLOY FOUNDRY CO. 
150 Broadway 
Elizabeth New Jersey | 


























Even though it was dinner time, there was 
no trouble lining up these eleven manu- 
facturers’ men who were on hand to co- 


“FOR DISTRIBUTORS operate with the L. A. Benson Co., Balti- 


AND THEIR SALESMEN” 
UNDUM 


The keynote of our 





editorial policy, the 
above has been our by- | 


word since our begin- 





ning. Now in our 30th 


year, we hope to con- 


Anderson & Ireland, Baltimore distributors, 
were well represented by the men seen here: 
Edward McLernon, Doc Faugmeyer, Luke 
Boyd, George Barnes and George Somer. 


tinue serving the dis- 


tributor as faithfully 
as we have in the past. 
| Personnel Promotions 
-o- At J. M. Tull Co. | Cc 0 a L Sw 
Several change “ ™ a Non-ferrous and Stainless Steel—for heat 
several Changes in the sales person ing, cooling, and condensing—high or 


MILL SUPPLIES |} nel have been made at the J. M. Tull low pressure—any shape or size. Let 
Metal HARRIS fill your regular and emergency 














& Supply Co., Atlanta, Ga paras 
Bill James and FE. H. Powell have ARTHUR HARRIS & CO 
‘ ‘ 7 | been appointed to store sales. James . 
A McSrow-Hil Publicefion §—= | Joyner has been promoted to brass 210-218 N. ABERDEEN ST. 
| and copper sales, and Sam Dennard is CHICAGO, ILL. Est. 1884 
| now designated as floor manager. |S —---.— A 
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TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U. Ss. A. 
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More and more distributors are 
learning how easy it is to sell 
Roper Pumps. They are also learn- 
ing that the average salesman can 
sell Roper rotary pumps—their 
men are doing it every day. 


YOU DON'T HAVE TO BE AN 


ENGINEER 
Anyone with average knowledge of me- 
chanical equipment can quickly learn 


enough about rotary pumps to figure most 
pumping jobs. Especially if he has our 
“You don’t have to be an Engineer” book. 
It is non-technical 
language and shows, step by step just how 
to sell, select, install, operate and maintain 
rotary pumps. 


written in simple, 


SELLING OPPORTUNITIES 


Selling opportunities will be found in auto- 
mobile plants, bottling plants, chemical and 
drug plants, sugar 
refineries, explosives manufacturers, diesel 
power plants and dozens of 
dustries. 


metal working plants, 


other in- 


ALL PURPOSE PUMPS 


Thick or thin . . . acids or alkalies ... 
corrosive or combustible . .. there is a 
Roper to handle the job. We have pumps 
standard fitted, bronze fitted and all bronze. 
Capacities from 1 to 1000 g.p.m. Pressures 
up to 1000 lbs. Speeds up to 1800 r.p.m. 


WRITE TODAY 


Write today for our new catalog 942. It's 
cramful of information you'll want to have. 
Geo. D. Roper Corp., Rockford, Illinois. 
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backfires 


Yo ip “, , ip ; 
Nhe Fublishers : Faye. ..a@ meeting ground for discussion of 
4 
problems common to distributors and manufacturers . . 


dispel the fog of misunderstanding which may exist between the two 


. seeking to 








During the years when business was floundering 
around in the depths, aggressive sales promotion was 
urged on distributors as a means of reducing selling 
costs. That remedy is still a sound one in months 
of booming volume, but it seems to us that another— 
an increase in effectiveness of sales coverage—is more 


important. 


Salesmen are finding it increasingly difficult to get 
around to all customers and prospects. Rush calls on 
large orders are common. l’alued as they are, they play 
particular hob with all schedules. 


One solution, of course, is to put on more salesmen, 
cutting down the number of customers handled by 
each. We can’t quarrel with this theory but are in- 
clined to ask, “Where in the devil do you find them?” 
Our office has been flooded for several months with 
requests from distributor executives looking — for 


trained supply salesmen. 


A well-designed, properly executed sales promotion 
campaign can help materially to plug the gaps created 
by emergency conditions. The cost and labor-saving 
characteristics of the lines you handle can be placed in 


the hands of prospective buyers accurately and at low 


cost. You will be performing a real service to industry 
and at the same time to yourselves at a cost which is 


only a small fraction of that for a personal call. 


The sales promotion departments of your sources of 
supply will be more than willing to assist you in your 
job but the real burden rests with you. The best pro- 
motion literature in the world is useless if it is not 


sent to the proper individual on a regular schedule. 


He urge again, as we have many times in the past, 
that every distributor give serious consideration to 
increasing his budget for sales promotion, to setting up 
a real plan and to assigning personnel to make it work, 
By so doing he will be taking an important step in the 
direction of serving his customers better, lowering his 
costs and cementing more firmly his already good posi- 


tion in American mdustry. 
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